ee aan EE EL CR TE IAS ET LE AE eS 






= 


























BEGIN 
'our Bond A-Month Plan 
TODAY 


Today’s Mortgages 
By H. R. TEMPLETON 


The Changing Pattern 
of Earning Assets 
By KENNETH K. DuVALL 


A Six-Day Bank Week 


MAY 19 ma | 84 By H. J. STODDARD 











Perseverance is an attribute of success. 
Nation-wide recognition of La Monte 
Check Paper as the leader in its field 
is doubtless due in no small part to the 
fact that George La Monte & Son have 
made one product and only one product 
— safety paper—for more than three 
quarters of a century. 
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Free Orange Juice 


Sirs: In keeping with the spirit of the 
National Orange Show we have for 
several years served orange juice in our 
lobby free. During the show just com- 





pleted we served approximately ninety 
gallons of fresh juice in the nine days. 
Another public relations activity of our 
bank is our “Sports Album.” During the 
seasons of football, basketball, baseball and 
track we install a display board for the 
High School and Valley College showing 
schedules and pictures of players. Follow- 
* ing each game a committee of bank em- 
a esignates outstanding players. 
ach season we give a perpetual trophy 
to the player voted the best sportsman. 
J. W. MONNINGER, 
Assistant Cashier, 
Citizens National Trust and 
Savings Bank, 
San Bernardino, California 
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Savings Stamp Plan 


Sirs: One of the conclusions of our 
Christmas Club Stamp Plan Committee 
quoted in the article “Stamp Plan for 
Special Savings Accounts” in your March 
issue stated: “‘Examining and supervisory 
authorities, clearing houses, commercial 
banks and Federal Reserve Banks, with the 


single exception of the Federal Reserve 
Bank of Boston, are receptive to the plan.” 
I wish to point out that the Federal 
Reserve Banks referred to are the Federal 
Reserve Banks of New York and Baltimore 
and that their receptivity does not con- 
stitute an endorsement but merely indi- 
cates that they are willing to accept the 
checks for collection as cash items provided 
they meet certain requirements. It will 
be in order to clarify the fact that all 
Federal Reserve Banks were not consulted. 
Joun W. Larsen, Chairman, 
Christmas Club Stamp Plan Committee, 
Savings Banks Auditors and Comptrol- 
lers Forum of the State of New York, 
and Treasurer, North River Savings 
Bank, New York 1, New York 
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Sirs: We are always willing to co- 
ore in any new and worth-while project 
which will be of benefit to the banking 
community and the public as a whole. 

It occurs to us, however, that the advan- 
tages that accrue to institutions adopting 
Christmas club stamp checks are largely 
acquired at the cost of some inconvenience 
and possible risk of loss to banks partici- 
pating in their collection. In some cases 
the negotiability of the stamp checks is 
limited to a specific period, thus requiring 
each bank in the collection chain to scruti- 
nize each stamp check to assure itself that 
the check is being negotiated within the 
prescribed period. In addition, each bank 
in the collection chain must assure itself 
that the stamps have been affixed in the 
proper order and that none have become 
detached. Similarly, the individual stamps 
on each check presi be examined carefully 
to insure that they were issued by the 
drawee bank and not by any other bank. 

If such precautions are not taken, it 
would appear that a number of items 
would be returned unpaid. 

V. WiL.I1s, Vice-president, 

Federal Reserve Bank of New York, 
New York 45, New York 
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Lobby Displays 


Sirs: We started holding various dis- 
plays in our lobby about two months ago. 
Gar first was a Johnson & Johnson 


Popular lobby, The First National Bank, Highland Park, (N. J.) 
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exhibit featuring medical supplies. The 
second showed the newest electrical appli- 
ances of one of our dealers and the next an 
attractive oe of the Consolidated Fruit 
Jar Company. This was followed by what 
has proved to be one of the most popular 
to date, the showing of a new Crosley 
station wagon. 

These displays have caused a lot of 
comment and have proved of considerable 
interest to our community. Our present 
waiting list of displays is substantial and 
includes a builder, who is building a mini- 
ature model home, and a shoe concern that 
will show the process of shoe manufactur- 
ing. 

After the commercial displays have been 
exhausted, which does not seem likely soon, 
we plan to run a hobby show. 

WILLIAM H. FRANKE, 

Executive Vice-president, 
The First National Bank, 
Highland Park, New Jersey 
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IN THE TREND OF BANKING 








Drive for Security 


Full support of the nation’s banks in 
active promotion of the Security Loan 
Drive, April 15-June 30, has been pledged 
by President Joseph M. Dodge, speaking 
for the American Bankers Association. 

For the first time since the end of World 
War II, person-to-person canvasses are 
being made by volunteer salesmen to ask 
millions of Americans to buy savings bonds. 
Individual bankers and other financial 
executives are taking an important part in 
this, and the banks are co-operating with 
special displays and internal —e 

ndeber of bankers attended the 
Sissi Loan Conference, held in Wash- 
ington, D. C., prior to the drive, at which 
time plans were laid for community can- 
vasses throughout the nation. An accom- 
panying view shows Winthrop W. Aldrich, 
chairman of the board, Chase National 
Bank of New York City, addressing the 
conference on the urgent need for checking 
domestic inflation to assure economic 
health. 

While the Series E, F and G issues being 
offered in the drive remain unchanged, the 
limitation on Series E savings bond pur- 
chases by an individual in any one year 
has been raised from $5,000 to $10,000. 
Special emphasis is being placed on sign- 
ing up as many as possible on the payroll 
deduction or Bond-A-Month plans. 


e 


Typical of the support which banks are 
giving the Security Loan Drive is that of 
the National Bank of Detroit, which re- 
cently reaped a windfall of honors in con- 
junction with the sale of its 10 millionth 
savings bond. The National Bank of 
Detroit leads the country’s banks in 
processing the bonds. 

Geared at its present rate, the bank’s 
bond promotion and processing activity 
resembles that which put 375,000 bonds a 
month into customers’ hands during the 
wartime peak. 

The National Bank is using all of the 
Security Loan advertising material pro- 
duced by the Savings Bond Division of the 
Treasury. In addition, its weekly news- 
paper column, which has appeared without 
a miss for more than four years in Detroit 
daily papers, neighborhood weeklies, Veter- 











1. Appoint a senior officer to be 
responsible for the savings bond pro- 
gram in the bank. This is a permanent 
program. Directed by an executive 
officer, it can be of great value in im- 
proving customer relations. It can 
help you build sound public relations. 


2. Devote at least one advertise- 
ment a month to savings bonds, and 
at least one line in every ad run. Con- 
vince the public you are taking a 
statesmanlike attitude toward the 
nation’s economy. 


a. Print “Buy-and Hold U. S. Sav- 
ings Bonds” or “Ask us about the 
Bond-A-Month Plan” on ail/ annual 
or quarterly reports. This will cost the 
bank nothing; will be productive of 
sales. 


b. Print (or rubber stamp) on cus- 
tomers’ statements: “Ask us about 
the Bond-A-Month Plan.”’ 


3. Set a definite objective for total 
sales of Series E, F and G bonds. A 
suggested yardstick for commercial 
banks is $5,000 in bond sales per 
month for each million dollars of 
demand deposits—and $2,500 per 
month for each million dollars of time 
or savings deposits. In farm areas the 








A Savings Bond Program for Banks 


Suggestions by Morris M. Townsend, Director, Banking and 
Investments, U. S. Savings Bond Division 


aim will be higher, depending upon 
local farm income. 


4. Set a goal for Bond-A-Month 
sales. In commercial banks an average 
of one out of every 41% checking ac- 
counts is considered a prospect. Try 
to get 20 per cent of the prospects 
signed up as Bond-A-Month customers. 


5. Carry on the savings bond pro- 
gram through personal contacts with 
customers. Six years of bond selling 
proves this is the best way to get 
results. 


6. Enclose saving bond material 
with statements, notices and other 
mailings to customers. 


7. Display saving bond posters and 
issuing agent insignia prominently; 
make saving bond literature available 
on counters and tables. 


8. Install payroll savings in your 
bank. Promote the plan in your con- 
tacts with all business leaders. 


9. Encourage purchase of savings 
stamps in your community’s schools. 
This is an ideal way to teach children 
thrift and get them interested in their 
government. 














Permanent program, just announced, sets up specific objectives 


ans’ publications and labor union papers, 
carries messages of the campaign. This 
column had a big part in ne the 
Payroll Savings Plan of bond selling, which 
was born in Detroit. Labor union locals 
regularly find space for the bank columns 
on their union hall bulletin boards. 

But according to Leo G. Trocke, assist- 
ant cashier at the bank who heads the 


At bond conference, Winthrop Aldrich warns of inflation dangers 





savings bond operation, the number-one 
factor in stimulating bond purchases is the 
— delivery of processed bonds. His 

epartment be even the payroll-savings 
bond buyer 24-hour service. 

Officers of the bank feel that while many 
banks may not want to mechanize and 
streamline their bond handling as greatly 
as the National Bank, special efforts to 
get bonds to customers quickly will help 
to make the Security Loan Drive a success, 
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A goal of $150,000,000 of savings bonds 
has been set for the current Treasury drive 
by the association members of the U. S. 
Savings and Loan League. The League is 
assisting in the campaign by distributing 
bond posters, pamphlets and advertising 
aids to the associations and co-operative 
banks. 

During World ‘War II, members of the 
League sold $1, 330,000,000 of war bonds, 
primarily to persons of moderate means. 

Aside from the drive, the League is also 
urging its members to co-operate with the 
Treasury Department’s long range anti- 
inflation program of boosting the amount 
of personal savings, insurance and savings 
bonds held by the American public. 

Savings badly needed. A consideration 
here is that upwards of $5,000,000,000 in 
new funds will be needed by the savings and 
loan associations in 1948 if they are to 


3 








meet home financing demands of their 
communities, the League estimates. 

The associations expect to make some 
800,000 home loans during 1948, of which 
20 to 25 per cent will be new homes. Tak- 
ing into consideration withdrawals and 
loan pen $5,000,000,000 in new funds 
will be necessary if the associations are to 
supply the record $4,000,000,000 required 
to finance this large volume. 5 

For the pee several years, according to 
Ralph M. Smith, president of the League, 
business expansion and construction activ- 
ity has been generally financed through 
existing reserves and ali 3 accumulated 
during the war. “Now,” he states, “‘we 
have reached the point where a new flow 
of savings is essential to the maintenance 
of a high level of economic activity and 
expansion of new home and apartment 
construction.” 
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Bank Offers 21/2% C.D.°s 


A time certificate of deposit resembling 
a war savings bond in its nas scale 
of interest (up to 2% per cent at the end 
of five years) has been introduced by the 
Michigan National Bank at its offices in 
seven cities in Michigan. The bank man- 
agement reasons that the new C. D. will 
help quell the flow of private, small busi- 
ness and corporate surplus away from its 
communities and help put such surplus to 
work building local commerce. _ 

Called simply a Michigan National Bank 
“Time Certificate of Deposit,” the C. D. is 
available in multiples of $100. Like other 
certificates of deposit, they are negotiable 
and may be used for collateral on loans. 
Interest schedule. Both interest rates 
and notice requirements on certificates go 
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IN CURRENT FUNDS ON THE RETURN OF THIS CERTIFICATE PROPERLY ENDORSED, WITH INTEREST ANO UPON MINIMUM WRITTEN NOTICE PROVIDED 
1% PER ANNUM FROM DATE OF ISSUE UPON 30 DAYS WRITTEN NOTICE 


Ve% PER ANNUM 
Yate PER ANNUM 
Ve % PER ANNUM 
2% PER ANNUM 
Ve% PER ANNUM 


Idea for stimulating savings, retaining surplus funds locally 


up as time passes. The schedule of interest 
earned and notice required for cashing the 
certificates is as follows: 

Less than six months, no interest. 

Six months to one year, 1 per cent per 
annum from date of issue, 30 days written 
notice is required. 

One to two years, 14% per cent per 
annum from date of issue, 90 days written 
notice required. 

Two to three years, 1% per cent per 
annum from date of issue, 90 days written 
notice required. 

hree to four years, 134 per cent per 
annum from date of issue, 90 days written 
notice required. 

Four to five years, 2 per cent per annum 
from date of issue, 90 days written notice 
required. 

ive years, 24% per cent per annum from 
date of issue, upon six months notice. 

After five years no interest accrues on 
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There is something impressive 
about numbered printing. 
Whether the numbers appear on 
football tickets, or tax stamps, or 
_ currency, or credit cards, or bonds 
or bank checks, they seem to say, 
“We have been counted, we are 
recorded, treat us with respect.” 


And so all DeLuxe Personalized 
Checks are consecutively num- 
bered. It eliminates waste. It 
simplifies reconciliation: It 
encourages orderliness. It sets up 
better control all the way along 
the line and it is worth the 
trouble. 


Naturally numbering presents an 
























PRINTING 


additional chance for error in 
printing, and it necessitates care- 
ful maintenance of temperamental 
machines and requires somewhat 
more skill on the part of the 
press operator, but it provides 
the plus factor that Personalized 
Checks need to give them the 
dignity which they in turn give 
to financial transactions. 


Printed numbers are as much a 
part of DeLuxe Personalized 
Checks as the high-grade safety 
paper, the top quality printing, 
the attractive gold-stamped cover 
or the striking red box. They 
complete our package. They cost 
you nothing extra. 











Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 










the certificates. Under Federal law relat- 
ing to time certificates, the bank cannot 
waive the written notice and it is pro- 
hibited from paying interest after the 
expiration of such notice. 
hen the certificate is issued, the six- 
months withdrawal notice is also given to 
the customer to sign. When signed, this 
notice automatically makes the face value 
of the certificate payable at the end of the 
five-year period plus interest at the rate 
of 2% per cent. In the meantime, even 
though he has signed a six-months with- 
drawal notice when making the deposit, 
the depositor may withdraw his money 
early by complying with the fixed schedule 
of dates and rates shown. He also has 
another alternative if he needs his money 
quickly. He can get it any time after six 
months on 30 days written notice, but at a 
maximum interest of 1 per cent. 
The Michigan National Bank began 
issuing the certificates on March 15 and 
reports an encouraging demand. 
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Loans and Inflation 


Can bank loans, even when made for 
productive purposes, have an inflationary 
effect? Inits Monthly Review, the Federal 
Reserve Bank of St. Louis discusses this, 
and other economic aspects of commercial 
bank lending—a subject that has been spot- 
lighted as a result of the A. B. A. anti- 
inflation program. 

First, the Review points out that bank 
credit expansion without equal expansion 
of production tends to be inflationary, and 
with the economy operating at present at 
virtual capacity, credit expansion almost 
certainly will & reflected in price rises. 
This is true, the Review adds, whether or 
not individual loans are sound, bankable 
loans. 

Money re-used. A less recognized point 
cited by the Review is as follows: ‘‘Even if 
money created by a bank loan is used for a 
eo gece which concurrently increases the 
total product, the funds thus created may be 
used many times in subsequent transactions 
to bid up the prices of goods without increas- 
ing production. 

“It is perfectly true,’ the Review con- 
cedes, “that rising prices are a cause of 
rising loan volume, but it is also true that 
rising loan volume, in a situation like the 
present, causes rising prices. This is the 
old chicken and egg question in a different 
version. 

“Thus the very responsible position of 
commercial banking is made evident,” the 
Review concludes. “In the interest of 
stability the commercial banking system 
should be most reluctant to expand credit 
further in 1948.” Otherwise, it is pre- 
dicted, the inflationary situation will 
worsen, the economy will be in greater 
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Overseas collection service through foreign banks 


; yes an experienced For- 
eign Department and world- 
wide banking connections, Bankers 
Trust Company offers you high- 
speed collection service on your for- 
eign items. You can assure your 
customers of the most efficient col- 
lection service when you send these 
items to us. 

In addition, we issue commercial 
letters of credit—buy and sell foreign 
exchange—provide travel funds— 


supply credit information on foreign 
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— via Bankers Trust 





names—and furnish up-to-date in- 
formation on exchange regulations 
in the various countries. 

It may pay you to investigate these 
and other services we offer banks 
which want to serve their customers 
as efficiently in foreign transactions 


as they do in domestic matters. 


BANKERS TRUST COMPANY RR 
NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


You are invited to write today for 
specific information about the kind 
of transactions in which you are in- 
terested. Please address Banking 
Department, Bankers Trust Com- 
pany, 16 Wall Street, New York 15, 
New York. In the meantime, we so- 


licit your foreign collection items. 

















maladjustment, and the eventual conse- 
quences will be far more severe than if 
restraint were practiced. 
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Home Planning Department 


In Estherville, a city of 6,000 population 
in northwestern Iowa, the Iowa Trust & 
Savings Bank is causing quite a stir with 
its highly developed home planning service 
program. 

ain factors in the program’s success 
are three well-informed ladies—all bank 
officers’ wives—who carry on the work of 
the home planning department; a heavily 
stocked library of building and decorating 
helps; and a balcony full of home furnish- 
ing and building material poe By 
co-operation with local merchants, the 
home planning department changes its 
displays every three weeks. 

n setting up its program, the bank listed 
five objectives: o create good will; to 
give service to dealer customers; to previde 
a source of home furnishings, appliance, 
and remodeling loans; to educate Esther- 
ville citizens so they may derive greater 
benefit from the use of their money; and to 
pre better homes and higher living 
standards in the community. 

lachoded in the 


Information sources. 
home planning library at the bank is the 
Better Homes & Gardens (magazine) catalog 
of Five Star Homes—over 80 homes 
planned by America’s leading architects— 
together with working drawings, lists of 
materials, specifications forms, and con- 
tractor-owner agreement forms. Other 
BH&G home planning helps include books 
on remodeling, redecorating and furnishing 
that contain practical information on 
insulating, heating,, choosing materials, 








Iowa bank renders unusual sevice to home planners 


decorating, and selecting a lot. All of these 
are filed in a permanent library. In addi- 
tion, bank customers can obtain booklets 
and pamphlets on the subject of home 
pone from a bank collection of free 
iterature. 

The bank testifies that materials ob- 
tained from the Better Homes & Gardens 
magazine are responsible for much of its 
program’s success. The magazine sponsors 
a home planning service for financial insti- 
tutions which maintain permanent home 
planning departments. urther informa- 


tion on this service may be obtained by 
addressing the Home Planning Service 
Department, Better Home & Gardens 
Magazine, Des Moines 3, Iowa. 
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Employee Opinion Poll 


Results of a novel experiment wherein 
employees “rated the boss” were cited by 


Vice-president H. L. Dunham of the Valley 
National Bank, Arizona, in one of his 
weekly staff messages. 

The employees in a number of the 
branches answered “yes” or “‘no” to a 
series of questions as to the qualifications 
of the managers and assistant managers. 
The lists, unsigned, were sent in sealed 
envelopes to Mr. Dunham, who summa- 
rized the findings as follows: 

“The weaknesses that cropped up most 
frequently were failure to (1) compliment 
good work, (2) build enthusiasm, (3). ex- 
plain things carefully, and (4) be helpful 
in rng & Each one of these very 
important factors in sound staff relations 





INFORMED ACTION IS THE KEY TO SUCCESSFUL INVESTING 





- “The Taxation Factor 
in Investing 


Tax exemption in bonds isa feature of varying 
value to different investors. To some it is a 
luxury; to others, a necessity. The problem is 
to obtain the exact degree of tax exemption 
which fits the individual income. The large 
investor must pay so high a tax rate that tax 
exempt bonds may yield the same or a better 
net return than taxable bonds paying a much 
higher interest rate. On the other hand, the 


Weaknesses are uncovered 
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requires very little more than a moment to 
think about them and five niinutes to do 
them. Yet we find it too easy to neglect 
such friendly gestures of good will. 

Too far removed. ‘“‘Here’s another thing 
that has unconsciously crept into many 
situations, due to after-the-war specializa- 
tion in pe. The assistant manager in 
charge of operations has close current con- 
tact with every member of the staff. The 
manager has, in some cases, unconsciously 
let himself drift into a position of being 
too much removed from daily personal con- 
tact with every individual in the office. 
This sometimes happens, also, to the 
assistant manager in charge of installment 
loans. 

“Some managers make it a point to 
walk —— the office every mornin 
with a friendly greeting, stopping to sneak 
to this or that individual about some per- 
sonal matter. Others come in, sit down at 
a desk, tackle the mail, and before they 
know it a busy day has taken all of their 
time. It was surprising how many people 
in some offices left the space blank because 
they did not know the manager well 
enough to por one an honest opinion. 

“‘No branch manager or department head 
should ever permit that ‘isolation’ to 
happen, under any circumstance,” Mr. 
Dunham concluded. “It is a vital part of 
the job of good management.” 

Perhaps the idea of employee opinion 
polls could with benefit oe used more 
widely, to ascertain staff thinking on a 
variety of subjects. 
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Why Not More Imports ? 


Criticism of our foreign trade activities 
over the years, and suggestions for im- 
provement, have come from A. M. Strong, 
vice-president, American National Ban 
and Trust Company of Chicago, who warns 
that the United States cannot continue 
indefinitely to finance our export deficit by 
loans and gifts. 

“During the a 50 years we have con- 
centrated on selling our products to other 
nations,” Mr. Strong asserts. ‘“‘We have 
paid little attention to imports and our 
import trade grew up without assistance 
or encouragement. As a matter of fact, 
we have done our utmost to discourage 
imports. Neither have other countries 
been active in promoting their sales to us 
in the same manner as we promoted our 
sales to them. Few foreign firms advertise 
their products in the United States. Our 
overseas visitors are mostly buyers. 

Must change. “The foreign trade 
activities of our Department of Commerce, 
as well as other government agencies, are 
geared to our exporters’ needs. Little 
attention is paid to the needs of importers. 
There are hundreds of foreign trade organi- 
zations in the United States set up to 
assist exporters; few assist importers. This 
situation must change; we must give seri- 
ous consideration to imports. It is becom- 
ing apparent that unless we considerably 
increase our purchases abroad our entire 
foreign trade will eventually deteriorate.” 

Mr. Strong suggests that our import 
trade can be accelerated by the following 
program: 

1. The United States Department of 
Commerce must place imports on the 
same level as exports and render active 
assistance to importers. 

2. The Department of State must assist 
through our Foreign Service in the promo- 
tion of imports. 

3. An educational campaign should be 
undertaken by every foreign trade organi- 
zation in the U. S. to stress the importance 
of imports, particularly the stake of our 
exporters in import trade. 

Our government must suggest to 


May, 1948 











Guaranty Trust Company of New York 


140 Broadway 
Madison Avenue at 60th St. 


Fifth Avenue at 44th St. 


40 Rockefeller Plaza 
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Condensed Statement of Condition, March 31, 1948 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers . 


U. S. Government Obligations . .. . 


Loans and Bills Purchased . 
Public Securities . 
Stock of Federal ReserveBank . 
Other Securitiesand Obligations . 
Credits Granted on Acceptances 
Accrued Interest and Accounts 
Receivable .....+2.-. 
Real Estate Bonds and Mortgages 


o © © © © © $ = 660,500,756.54 





Bank Premises ... .. « 
Other Real Estate .... 


Total Resources .. . 


Capital a ve; dye aw 
Surplus Fund . . .....- 
Undivided Profits ...... 





» « « « 41,158,058,374.10 

26 eee Bea aa 810,899,654.62 
- « « « $ 85,390,399.10 
9,000,000.00 
10,732,229.55 
12,203,594.93 
7,287,626.34 
1,324,992.02 

125,938,841.94 

PLY Fi VRS 4,865,773.78 

a ¢ es oe es 105,724.02 

ee 28 @ * e . $2,760,369,125.00 

LIABILITIES 

- + $ 100,000,000.00 
200,000,000.00 
62,552,224.32 





Total Capital Funds. . ....... 
+ + $2,304,437,647.07 


Deposits . . . +6 «+ « « 
Treasurer’s Checks Outstanding 


$ 362,552,224.32 
28,398,171.11 





Total Deposits. . . 


Acceptances ......+- $ 


Less: Own Acceptances 
Held for Investment. . . 


19,361,611.72 _292835,818.18 


7.086,637.42 





$ 
Dividend Payable April 1, 1948 . 
Items in Transit with Foreign 
Branches. . es Us 
Accounts Payable. Reserve for Ex- 
penses, Taxes,etc. . ... - 


12,274,974.30 
3,000,000.00 


2,196,608.53 
47,509,499.67 





64,981,082.50 





Total Liabilities . . . . . . . . . . $2,760,369,125.00 


Securities carried at $93,605,186.01 in the above Statement are pledged to qualify for fiduciary powers, to 
secure public moneys as required by law, and for other purposes. 








J. LUTHER CLEVELAND 
Chairman of the Board 
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GEORGE G, ALLEN Director, British- 

: American Tobacco Company, Limited, 

and President, Duke Power Company 

WILLIAM B. BELL President, 

American Cyanamid Company 

F. W. CHARSKE Chairman, Executive 

Committee, Union Pacific Railroad Company 

J. LUTHER CLEVELAND Chairman of the Board 
W. PALEN CONWAY 

CHARLES P,. COOPER Vice-Chairman of the 

Board, American Telephone and Telegraph Company 

WINTHROP M. CRANE, Jr. President. 

Crane & Co., Inc., Dalton, Mass. 

STUART M, CROCKER President, 

Columbia Gas & Electric Corporation 

JOHN W. DAVIS of Davis Polk Wardwell 

Sunderland & Kiendl 





CHARLES E, DUNLAP President, 
Berwind-White Coal Mining Company 
GANO DUNN President, 


The J. G. White Engineering Corporation 
WALTER S. FRANKLIN Vieo Poetdutt, 
Th Dp, 7 Rei) aA 


ie Fe y pany 





WILLIAM L. KLEITZ 
President 


DIRECTORS 


LEWIS GAWTRY 
JOHN A. HARTFORD President, The Great 
Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the Board, 
Anaconda Copper Mining Company 
MORRIS W. KELLOGG Chairman of the Board, 
The M. W. Kellogg Company 
WILLIAM L. KLEITZ President 
CHARLES S. MUNSON Chairman, Executive 
Committee, Air Reduction Company, Inc. 
WILLIAM C. POTTER Retired 
GEORGE E. ROOSEVELT of Roosevelt & Son 
EUGENE W. STETSON Chairman, Executive 
Committe, Illinois Central Railroad Company 
ROBERT T. STEVENS Chairman of the Board, 
J. P. Stevens & Company, Inc. 
THOMAS J. WATSON President, 
International Business Machines Corporation 
CHARLES E, WILSON President, General 
Electric Company 
ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 



































THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET * New York 





Condensed Statement of Condition as of March 31, 1948 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 





ASSETS 








Cash and Due from Banks............ $1,289,461,435 
Gold Abroad or in Transit. ............ccceee 15,551,346 
United States Government 1 ANS — 
or Fully Guaranteed). . : 1,846,680,036 
Obligations of Other F ederal Agencies. ee Shae 22,274,298 
State and Municipal Securities.............. 248,241,489 
Other Securities. : 77,668,206 
Loans, Discounts, and Bankers’ Acceptances. . 1,275,144,519 
Real Estate Loans and Securities............ 2,803,644 
Customers’ Liability for Acceptances. . : 27,555,294 
Stock in Federal Reserve Bank. . , 7,200,000 
Ownership of International | Banking Corpora- 
tion. % Siek , as 7,000,000 
Bank Premises. PTT Teer ee Te 28,310,012 
I thoi Ss Ea ocd 9 Acad Nl aloo dekh bo 2,490,341 
SS BOES Bh ke fv 000-43.50'4 0s bate et $4,850,380,620 
LIABILITIES 
Deposits. ..... ....  $4,507,009,250 
(Includes U. S. War Loan Deposit $38, 448 ,698) 
Liability on Acceptances and Bills. . $38,867,644 
Less: Own sameeemeenh in Port- 
folio. . 3 Perera 29,096,566 
Items in Transit with Branches.............. 9,054,304 
Reserves for: : 
Unearned Discount and Other Unearned 
Income. ; ae 5,212,057 
Interest, Taxes, Other Accrued Expenses, ete. 25,672,636 
IE a tin ohana oe Be DOs ae ec ie eee be 2,325,000 
Capital. . "ARMA See 77,500,000 
Surplus. . 6 0°». ss) seine bap 
Undivided Profits. . 32,010,807 272,010,807 
| er oer rer: ll 





Figures of Foreign Branches are as of March 25, 1948. 


$274,726,280 of United States Government Obligations and $2,822,350 of 
other assets are deposited to secure $229,907,678 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 


(dn Dollars Only— Cents Omitted ) 
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DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
President 


SOSTHENES BEHN 
Chairman and President, Inter- 
national Telephone and 
Telegraph Corporation 


CURTIS E. CALDER 
Chairman of the Board, Electric 
Bond and Share Company 


GUY CARY 
Shearman & Sterling & Wright 


EDWARD A. DEEDS 
Chairman of the Board, The 
National Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


A. P. GIANNINI 
Founder-Chairman, Bank 
of America National Trust 
and Savings Association 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


JAMES R. HOBBINS 
President, Anaconda Copper 
Mining Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 


ROGER MILLIKEN 


President, Deering, Milliken & 
Co. Incorporated 


GERARD SWOPE 


Honorary President, General 
Electric Company 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 
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Before and after views, The First National Bank of Elkhart, Indiana 


Proof that existing bank buildings can be remodeled with highly effective results 


other nations that the normal and lasting 
way to obtain dollars for their needs here 
is by promoting their sales to us with the 
same vigor that we promote our sales to 
them. 

e ° e 


Unusual Branch 


The “glorified’’? Quonset building which 
houses the latest branch of The National 
City Bank of Cleveland not only was com- 
pleted in five months but has many 
attractive features. 

Architectural treatment has given it a 
surprisingly pleasing appearance. The 
rounded dome roof is lined with acoustic 
board painted sky blue, the lower panel is 
“ey and the woodwork is finished. in a 
ight gray. The two open glass ends, at 
the front and rear, admit an abundance of 
daylight and provide an unusual outlook 
over surrounding landscaping as well as a 
welcoming view of the bank’s interior from 
the street. 

Two architectural touches provide a 
more intimate atmosphere for the officers’ 
section. There is a curved, three-foot 
partition separating it from the public 
area, and a lower ceiling in place of the 
high overhead arch. 

The corner on which this new University 
Circle Office was built was once the cross- 
ing of two prominent Indian trails. A stone 
bearing a bronze plaque denoting this has 
been on the site for many years; the plaque 
is now on a corner of the building ohare it 
is easily read by incoming customers. 


Latest office of The National 
City Bank of Cleveland 
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Outstanding Modernizations 


The before-and-after photos of The First 
National Bank of Elkhart, Indiana, shown 
above can display only a portion of the 
impressive remodeling. 


The modernization, which took several 
months, includes the addition of an inter- 
mediate floor in the rear of the buildin, 
where the bookkeeping, proof, clearing an 
transit departments now have 976 square 
feet of floor space, in contrast to the 404 
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FOREIGN REMITTANCES 


We specialize in forwarding 
of funds abroad for our 
banking friends with or 
without Foreign Depart- 


YOUR NAME CAN BE 
PRINTED HERE 
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ments. Our remittance serv- 








ices include commercial, 
benevolent and living ex- 
pense payments abroad by 
cable, mail or airmail. 
Experience developed 
over the years, and close 
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First National Bank or MEADVILLE 


















friendly relationships with 
worldwide correspondent 
banks are available to assist 
domestic banks to 
establish orextend 
their own remit- 
tance service. We 
welcome your in- 


Part of a planned campaign 


square feet they previously had on the 
second floor.- At the front of the building, 
the addition of a mezzanine floor has pro- 
vided the installment loan department with 
1,012 square feet of space replacing a for- 
mer 308 square feet. 

In the lobby, a new marble stairway 
serving all three floors replaces the former 
narrow, circular stairs. All of the bronze 
grilles have been removed from the 19 tell- 
ers’ windows, leaving a simple unbroken 
line of marble and glass. The officers’ sec- 
tion has been increased by one-third and 
the rails in this portion of the lobby carry 
out the glass, marble and stainless steel 


; if motif of the other bank fixtures. 
» Lape ees se “etna Extensive project. Two years were re- 
— quired to enlarge and modernize the quar- 
Main Office: 37 Broad Street ters of The Austin National Bank, Austin, 


Texas, and during all that time the bank’s 
operations continued without interruption. 

New construction has added 25 feet of 
frontage, and a new exterior face of gray 


Member Federal Reserve System 
New York Clearing House Association 
Federal Deposit Insurance Corporation 
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+$4,190,000,000 Stake 


The people of the United States 
have invested over four billion 
dollars in Canada. Canada still 
offers great opportunities to those 
who seek areas for business ex- 
pansion, fresh markets, new sources 
of supply. The Royal Bank of 
Canada, with more than 600 
branches from coast to coast, is a 
natural avenue through which 
to explore business possibilities 
north of the border. Our complete 
facilities are at the disposal of cor- 
respondent banks. 
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HEAD OFFICE — MONTREAL 


New York Agency — 
68 William St., New York 5, N. Y. 


BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 


THE ROYAL 
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Indiana limestone combined with glass. 

A major change in the interior was the 
covering over of a mezzanine well, to pro- 
vide additional working space on the 


second floor. Rearrangement of the lobby 
has provided more tellers’ cages and still 
increased the lobby space. The architects 
and builders were the Bank Building and 
Equipment Corporation, St. Louis 4, 
Missouri. 

At the open house for inspection of the 
improved quarters, modern equipment was 
demonstrated, and these demonstrations 
were supplemented by large work - flow 
charts exhibited on easels. 


. o 


Aiding Local Industry 


The First National Bank of Meadville, 
Pennsylvania, featured in an article en- 
titled “‘A $10,000,000 Big Bank” in the 
January, 1948, Burroughs Clearing House, 
continues to project itself further into the 
promotion of its community. The above 
illustration shows a part of the bank’s cur- 
rent campaign aimed at giving a lift to 
local industries. Other of the bank’s pro- 
motional efforts are in evidence in Mead- 
ville’s newspapers and selected sectional 
and natlenal aauieaiinns. 


+ ° 7 


Public Relations Warning 


That banks should not lose sight of the 
public relations factor in the current anti- 
inflation program is a warning which has 
been sounded by Robert Lindquist, vice- 
president, La Salle National Bank, Chicago, 
and president of the Financial Public Rela- 
tions Association. He comments: 

““As we draw closer to the inevitable 
period of economic adjustment, our banks 
are rightfully adopting a policy of caution, 
of shortening positions in both loans and 
investments, of looking more closely at 
credit applications and their purposes. 
Banks have individually followed this 
trend for months, and more recently a 
concerted action has been sponsored. 

“This is a most constructive action .. . 
The danger lies in taking such steps entirely 


Burroughs Clearing House 


























without regard for the public reaction. I 
am not advocating a more liberal credit 
policy, but I am thinking of banks whose 
first thought is to call off all advertisin 
and business development as a means o 
drying up the well. If that is our only 
objective, I agree that the method will be 
most effective. But what about our 
obligation to the people to serve as their 
financial adviser and source of banking 
services? The businessman, too, is. con- 
fused and worried about what is ahead. 
Because we may have to say ‘No’ to his 
loan request, let us not run away from him. 

Bank obligation. “Discernment and 
caution is the order of the day, but we can 
truly meet our obligation to our communi- 
ties only if we counsel with our customers 
and bring our best judgment to bear in 
helping to solve their problems. More than 
ever before, bankers today must be coura- 
geous in projecting themselves into their 
communities in the role of interpreter of 
economic trends as related to financial 
needs. * 

“‘We must not hide from our customers 
or apologize for our actions. Let us con- 
tinue to invite the public to come to us, 
and let us offer aid in the light of what is 
best for the customer within the limits of 
sound banking. By the same reasoning, 
let us be careful not to spread wide, 
——- our public utterances, the feeling 
that banks are ‘tightening up on loans,’ 
that we are raising rates to discourage 
borrowing, that banks are no longer inter- 
ested in talking to people about their credit 
problems.” 

. * * 


Lesson in Publicity 


Few publicity bets were overlooked 
when the North Side Savings Bank staged 
a birthday party to celebrate the first 
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Moral: Start Saving now 


anniversary of its Bainbridge Avenue 
Office in the Bronx, New York City. 

There was a band to play, President 
Fred Berry was on hand to thank the 
community for its patronage, and all local 
residents and depositors were invited to 
partake of the birthday cake and refresh- 
ments. 

But the most novel feature of the day’s 
proceedings was the special four-page 
newspaper that the bank circulated among 
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Statement of Condition 





































Resources 


Cash and Due from Banks . 


U. S. Government Securities ; ; $935,701,968.36 





State and Municipal Securities . 33,841,393.59 
Other Bonds and Securities . 11,282,177.54 
Loans and Discounts . Sait sg eae 


Earned Interest Receivable . . dene SNAG 46: 
Customers’ Liability under Acceptances and L/C . 
Bank Premises . se aed Sa St 
Vaults, Furniture and Fixtures . 


Other Assets. .... 

TOTAL . 
Liabilities 
Coo@el 2... tien ee GIS 
a 30,000,000.00 
Undivided Profits -. 20,000,000.00 





Reserves for Contingencies, Interest, Taxes, Dividends 
Interest Collected— Unearned. . ..... 
Acceptances and Letters of Credit Liability . 

Other Liabilities . ...... 


March 31, 1948 













$ 318,776,846.01 


980,825,539.49 
394,415,718.95 
5,351,596.92 
3,63 1,273.00 
4,481,256.16 
1,052,025.38 
133,058.54 













$1,708,667,3 14.45 


$ 80,000,000.00 
15,091,583.36 
2,355,085.77 
3,647 ,822.00 
185,386.00 


1,607 ,387,437.32 





Deposits — Time $660,539,386.21 
—Demand . 946,848,051.11 
TOTAL . eae oe 


Securities carried at $94,948,737.54 are pledged to secure trust funds and U.S. Government, 
State and other Public Monies, and for other purposes as required or permitted by law. 


BOARD OF DIRECTORS George M. Wallace, Chairman 
James E. Shelton, President 


S. M. Haskins 
Ralph B. Lloyd 
Maynard Mc Fie 
William B. Munro 


L.W. Craig 

Shannon Crandall 
Thomas A. J. Dockweiler 
Gabriel C. Duque 


James B. Gist Gurney E. Newlin 
Robert E. Gross John O'Melveny 
Tracy Q. Hall Fred B. Ortman 


196 OFFICES AND BRANCHES 


If a banking connection in Southern California would be of 
value to your bank, we invite you to open your account with us. 


MEMBER FEDERAL RESERVE SYSTEM © MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


$1,708,667,314.45 













Chester A. Rude 

C. C. Teague 

Chas. H. Toll 
Edward R. Valentine 
James G. Warren 

C. T. Wienke 

Dr. John C. Wilson 























FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 





FIELD WAREHOUSING ... is the ideal imple- 
mentation of controlled lending. Inventories can- 
not be eliminated but they can be controlled. Our 
Service, through Warehouse Receipt Loans against 
. , . — 
inventory stored on the borrower’s own premises, 

with exact information of the age, condition, kind, 


quantity and value of each item, gives you full 
inventory control. 








* 


OPERATING OFFICES 


Royal Bldg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. + 60 State St., Boston 9, Mass. 





Rand Bldg., Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. * 120 So. LaSalle St., 


Chicago 3, Ill. * 1314 Wood St., Dallas 1, Texas * National Bank Bldg., Detroit, Mich. <= 
Roosevelt Bidg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. + First 
Natl. Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. * Key- 
stone Bidg., Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 


Shreveport 69, La. + Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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Union Savings and Loan Company, Cleveland 








Roselawn office, The Central Trust Company, Cincinnati 


For that homey atmosphere, wall paper has been utilized by these financial institutions 


the 25,000 families in the neighborhood. 
The news, instead of being timely, was a 
chronicling of events which made the front 
pages a year ago. The purpose was to 
show the reader how quickly the time had 
passed since the bank’s doors first opened, 
the moral being to start saving today, not 
wait for another day. It was also to em- 
hasize that time passes just as quickly 
or the systematic saver, and that regular 
savings, fleeting moments, add up fast. 

Included in the special newspaper was a 
reproduction of a note of congratulations 
from Secretary of the Treasury John W. 
Snyder, on the success of the yearling 
office. 

All of which proves that most publicity 
opportunities are made, not born. 


. 


Decorative Idea 


In the new Roselawn office of The Cen- 
tral Trust Company of Cincinnati, Ohio, 
wall paper is one of the chief decorative 
features. The paper is of Early American 
design to conform with the Colonial mode 
of the lobby which, in turn, is in accord 
with the architecture of the large office 
building in which it is located. The same 
decorative scheme is carried into the cus- 
tomers’ lounge where a large hooked ru 
and the furniture are in colors which biel 
with the wall covering. 

The use of hand printed wall paper of 
French provincial deaign at the Union 
Savings and Loan Company of Cleveland, 
Ohio, has won many favorable comments 
from the institution’s clientele, according 
to Executive Vice-president A. C. Findlay. 
The wide expanse of papered_ walls 
shown adjoin the bank’s walnut-trimmed 
main lobby and, combined with recessed 
indirect fluorescent lighting, illustrates the 
manner in which fine wall paper can add 
distinction and interest. On the second 
floor of the bank, a relatively small room is 
made to seem much larger by the floor-to- 
ceiling use of wall paper carrying a chrysan- 
themum pattern. 


° * « 


Safe Deposit Promotions 


A new series of direct mail pieces for the 
promotion of safe deposit box rentals is 
being offered to banks by the Mosler Safe 
Company. Banks can obtain the series of 
six folders, with their own identification 
and other copy, for distribution to safe 
deposit customers and prospects. Accord- 
ing to the Mosler Company, cost to a bank 
for the service is moderate and a complete 


May, 1948 


set of the direct mail folders, plus complete 
information on the service, will be sent to 
any bank requesting them. Address the 
Mosler Safe Company, Hamilton, Ohio. 


4 7 o 


Survey on Savings 


Gradually the idea of using marketing 
and public opinion research is spreading in 
the banking field. 

One of the latest banks to utilize sys- 
tematic fact-finding methods is The Phila- 
delphia Savings Fund Society, which re- 
cently had a survey made for the following 
purposes: ° 

1. To determine public attitudes toward 
saving and savings banks. 

2. To discover patterns 
habits. 

3. To ascertain the effectiveness of pub- 
lic relations and advertising programs cur- 
rently being conducted for the Society. 

The survey results indicated that a 
bank’s reputation and the convenience of 
its location are the most important con- 
siderations in the minds of Philadelphians 
when choosing a bank. 

However, when asked what they liked 


in banking 


most about their bank, depositors voted 
first for courtesy and friendliness, with 
convenience second. Thus, while a bank’s 
reputation and location may bring in new 
customers, the behavior of a bank’s em- 
ployees is of foremost importance in hold- 
ing the old ones. 

hrift goals. It was disclosed that of 
those who save, four out of five do so with 
a definite purpose in mind, with future 
security being by far the most important 
goal. Other top ranking reasons: educa- 
tion of children, and purchase of homes. 

For the depositors who indicated a pref- 
erence for making deposits at a particular 
time, Friday evening (37 per cent) was 
cited as the most convenient time. Only 
2 per cent of the respondents reported that 
they banked by mail. 

Only 11 per cent of the respondents 
answered the question, ““What do you like 
least about your savings bank?” This 
manifests general satisfaction with current 
policies. However, of those who did 
answer, the rate of interest paid and the 
withdrawal notice requirement were the 
most unpopular. 

Need for education. The survey dis- 
closed that the savings banks have an 
educational job to do in connection with 
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When your business-vane points toward 
New England, you will find at this bank 
complete knowledge of markets and busi- 
ness conditions. The wide experience of 
this institution is especially valuable in 
handling difficult or unusual situations. 
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The National 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Corporation 
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salary savings or payroll deduction plans. 
Apparently only about a quarter of the 
people in Philadelphia are aware of such 
plans. Of those who are familiar with 
salary savings, four out of five like it. 

There is also an evident lack of under- 
standing as to deposit insurance. While 
83 per cent of the respondents were aware 
of such insurance, only slightly over half 
of this group knew to what extent the 
deposits were covered. 

n measuring the effectiveness of pro- 
motional programs, it was found that half 
of those interviewed remembered having 
seen some form of bank advertising re- 
cently. Newspaper advertising was re- 
called by 77 per cent of this group, car 
cards by 35 per cent, radio advertising by 
25 per cent, and billboard by 21 per cent. 


Through samplings of this kind, reflect- 
ing in miniature the area as a whole, banks 
can ascertain more accurately customer 
likes and dislikes, and determine whether 
any policies or practices need revision. 
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A. I. B. Convention Speakers 


Selection of the principal speakers for 
the general sessions of the 46th annual 
convention of the American Institute of 
Banking, which will be held at the Hotel 
Statler in Buffalo June 7 to 11, has been 
announced. 

Kenneth McFarland, superintendent of 
schools in Topeka, Kansas, will be the 
guest speaker at the opening session and 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 
and individuals—these will receive prompt attention and 
should be addressed to any of our branches or to: 


Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 
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TORONTO, CANADA 








320-46 . 








Dr. George W. Crane, nationally known 
psychologist, will address the closing busi- 
ness sesssion on Friday afternoon, June 11. 
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Employee Admonition 


The possibility that a change in the 
“labor market” may not be too far off, 
and that employers will become more 
— in their personnel requirements 
as the labor supply becomes more abun- 
dant, was a point raised by Francis G. 
Hawkins, of the National Bank of Tulsa, 
and editor of the Tulsa Institutor, publica- 
tion of the local A. I. B. Chapter. 

“For the past several years employers 
have been at a disadvantage when they 
entered the labor market and have fre- 
quently lowered their standards to conform 
to the available labor supply, the situation 
being comparable to the one we as indi- 
viduals encountered when forced to buy 
in a seller’s market,” Mr. Hawkins writes. 
“But conditions in the retail merchandise 
field are a and as_ production 
approaches demand, the command of this 
market will again revert to the buyer. We 
must wake up to the fact that the labor 
market will experience a similar change, 
and that this development is not in the 
far future. 

Stronger competition. ‘“‘Many of the 
job-hunters will be the students who have 
crowded our colleges and universities in 
the last few years, and with such quality 
to choose from, the employers will show 
little reluctance in weeding the inefficient 
and otherwise unproductive workers from 
their organizations,” Mr. Hawkins asserts. 

“Realizing that this change in the labor 
market is inevitable, it behooves employees 
everywhere to study and better fit them- 
selves for their particular lines of work,” 
he concludes, with the admonition that 
they utilize the A. I. B. for this purpose. 


+ © * 
Drive for 5000 N. F. 
A new business campaign by the First 


National Bank of Arizona has had as its 
goal “5,000 N. F.” As the accompanying 
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BANK OF LONDON & SOUTH AMERICA 
Limited 


Sixty-two branches in Argentina, Brazil, Chile, 
Colombia, Ecuador, El Salvador, Guatemala, Nica- 
ragua, Paraguay, Peru, Uruguay and Venezuela are 
maintained by this bank, thus providing experi- 
enced and direct banking with those countries. 
The bank also has 9 branches in England, France, 


HEAD OFFICE: London, England 
New York Agency: 34 Wall Street 
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Campaign results were under- 
estimated 


ad explains, this abbreviated campaign 
slogan called for 5,000 new friends or 
accounts to be garnered in 90 days. A 
subsequent ad reported the campaign to be 
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Post card mailed to every resident in the bank’s area 


a “landslide,” saying the bank far under- 
estimated the results. 

Incidentally, the text of all the bank’s 
newspaper advertising is now in the meat 
writing shown on page 14. While it may be 
somewhat harder to read, it gives the ads a 
personalized touch and is different enough 
to make them stand out on the page. 


Sf ® 7 


Boost to Merchants 


A“Shop at Home” campaign, sponsored 
by the Peninsula National Bank of Cedar- 
hurst (Long Island, New York) and en- 
compassing the five communities which the 
bank serves, is claiming an unusual amount 
of local publicity, and the co-operation of 
merchants and other residents. The drive 
will continue through 1948. 

The campaign theme, “Sho 
Towns,” had a _ triple-edged launching. 
Simultaneously, the bank announced the 
drive in local newspapers, released a news 
story containing a statement by the presi- 
dent of the bank and unveiled a large ten- 
color poster at a main traffic intersection. 
The poster shows five women “picketers”’ 


in the Five 


holding placards, each — one word, 
reading from left to right, “Shop in the 
Five Towns.” 


Follow-up advertisements, using a pic- 
ture of the billboard, are being run locally. 
The outdoor poster has been reproduced in 
full color on double-easel window display 
signs and distributed to all the merchants 
in the five communities. Post card repro- 
ductions, in black and white, with a mes- 
sage citing the advantages of local shop- 
ping, are being mailed to every resident of 
the five towns. 
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Free Films on Farming 


Offering possibilities for country banks 
are two new 45-minute, color-and-sound 
films produced by the Minneapolis-Moline 
Power Implement Company. The films 
are entitled Saga of the Soil and Pioneers of 
Progress, and are available to banks and 
other institutions or organizations free of 
charge for showing to rural audiences. 

Saga of the Soil is a picture tour of the 
countries in the Near East, Africa and 
Europe where agriculture had its begin- 
ning and it shows the farming methods 
practiced in those countries today. The 
film story visits 14 countries such as 
Baghdad, the valley of the Tigres and 
Euphrates rivers, the Nile valley, Cairo, 
Lombardy, Venice, and the farming com- 
munities in Switzerland, Denmark and 
such islands as Jersey, Guernsey and 
Friesland. The film then switches to 
America with its modern methods of farm- 
ing, showing why America leads the world 
in the production of food and is so often 
called upon to feed other nations. 
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Pioneers of Progress is intended pri- 
marily for those who are interested in the 
construction of farm machines and the 
varied uses made of them by modern farm- 
ers. Animation is used to show construc- 
tion and operation of parts that are not 
— to view and otherwise impossible to 
photograph in motion pictures. The film 
shows the farmer how to make full use of 
machinery to improve his production, his 
income and his standard of living. 

For further information on the availa- 
bility of the films, inquiries should be 
addressed to J. Rusinko, Advertising 
Department, Minneapolis-Moline Power 
Implement Company, Minneapolis 1, Min- 
nesota. 

2 * * 


Healthy Inflation 


“Expansion” seems to be the watchword 
in banking education. 

There will be 950 students, a record en- 
rollment, on the Rutgers University campus 
for this year’s resident session of the 
A. B. A. Graduate School of Banking, 
June 21-July 3. An innovation will be 
an orientation course for the “freshmen,” 
and greater emphasis will be placed on 
study of relations with government, the 
public, customers and employees. 

In the Midwest, extremely — strides 
are being madc by the School of Banking, 


sponsored by the Central States Confer- 
ence. Over 430 bankers from 24 states and 
the District of Columbia will attend this 
yous session, to be held August 23- 
eptember 4 at the University of Wiscon- 
sin. In contrast, when the School was 
started four years ago, there were only 
47 students from three states. 
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(1) POSTAGRAPH collection letter routines 
operates smoothly. 


(2) Permits prompt and systematic dunning 
in a fraction of the time ordinarily 
employed. 

(3) Frees valuable clerical time for other 
important work. 


(4) Collects equally as good as ordinary 
methods. 


(5) Reduces material costs. 
(6) Cuts postage expense to a minimum. 
POSTAGRAPHS have proven their value to 


banks, public utilities, large retail institutions, 
and many others. 


What will they do for you ? 
for complete informatian. 


THE POSTAGRAPH COMPANY 


| 5 S. GAY ST., BALTIMORE 2, MD. | 


Write today 





















— in amounts of $2,500 to $1,000,000. 
Maturities from 30 to 270 days. Regarded as 
prime credit, Commercial Credit Company notes 
have been carried by thousands of banks and institu- 
tional investors. Delivered direct or to your desig- 
nated correspondent. Phone, write or wire (collect) 
any office below for complete information. 


BANK RELATIONS OFFICES: 
BALTIMORE, 14 Light Street 
BOSTON, 19 Deerfield Street 
CHICAGO, 309 W. Jackson Bivd. 


NEW YORK, 100 E. 42nd Street - 
ST. LOUIS, 3607 Olive Street 
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The First National Bank 


of Chicago 


Statement of Condition April 12, 1948 


ASSETS 


Cash and Due from Banks, . . , , 
United States Obligations—Direct and fully Guaranteed, 


$ 


Unpledged, , ; r - $553,849,805.16 


Pledged—To Secure Public Deposits and 


Deposits-Subject to Federal Court Order, 96,792,000.00 


To Secure Trust Deposits, e 


. 67,106,5 14.26 





490,994,367.05 





Under Trust Act of Illinois, . ° 524,480.00 718,272,799.42 
Other Bonds and Securities, ° : ‘ . 108,541,976.73 
Loans and Discounts, . ‘ P P ° ‘ » 751,191,652.29 
Real Estate (Bank Building), ° . R ‘ ‘ 2,732,921.34 
Federal Reserve Bank Stock, ‘ , ; > . 3,750,000.00 
Customers’ Liability Account of Acceptances, . A 2,037,639.77 
Interest Earned, not Collected, . . ‘ : 5,017,081.09 
Other Assets, e ° ‘ ‘ ° ° 540,833.57 

$2,083,079,271.26 

LIABILITIES 

Capital Stock, e ° ° ° ° -$ 60,000,000.00 
Surplus, ‘ ‘ . . J , 65,000,000.00 
Other Undivided Profits, . i . ‘ ‘ a 8,478,236.02 
Discount Collected, but not Earned, . ‘ a ‘ 1,298,245.27 
Dividends Declared, but Unpaid, 4 ‘ , 1,200,000.00 
Reserve for Taxes, etc., . i - é a : 9,252,250.81 
Liability Account of Acceptances, ‘ . A 2,699,620.11 


Time Deposits, . ° 


Demand Deposits, P é « 1,446,480,386.7 
Deposits of Public Funds, . 


.  « $ 381,894,745.74 
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Liabilities other than those above stated, 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


. 106,775,760.82 1,935,150,893.28 


25.77 





$2,083,079,271.26 
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Retirement Program 


Indicative of the trend to provide future 
financial security for bank employees is 
the new retirement and pension plan for 
its staff recently announced by President 
Allard A. Calkins of the Anglo California 
National Bank of San Francisco, following 
its approval by the bank’s shareholders. 

Before the plan could become effective, 
it was necessary for 80 per cent or more of 
all eligible employees to enroll. Participa- 
tion was voluntary and acceptance by 
those qualified was practically unanimous. 

The basic requirements for participation 
are: Members must be regular full-time 
employees, who have completed one year 
of continuous service with the bank, are at 
least 25 years of age, and were not over 
55 years old when first employed. 

Retirement provisions. Several flexi- 
ble features are included in the procedure 
governing retirement and pension benefits. 
The normal retirement age is 65 years, but 

rovision has also been made for earlier or 
ater retirement. Those who have reached 
60 years and have completed 20 years or 
more of bank service are eligible to retire 
at that age with modified benefits. Those 
who continue to work after age 65 need not 
a further contributions to the pension 
und. 

The actual date of retirement for all 
employees eligible before January 1, 1950, 
will be subject to bank approval, due to 
the problem of working out replacements 
in some cases. 

Another feature provides that in place 
of a —— pension — to the pen- 
sioner alone, he may choose a reduced pen- 
sion payable to him while living, which will 
be continued after his death at the same 
or in lesser amount to some dependent. 

Cost to bank. The bank is paying the 
entire cost of past service benefits. This 
will amount to approximately $1,750,000, 
payable in installments over a period of 
eleven and a half years. The bank is also 
paying ee $108,000 a year on 
account of future service benefits, repre- 
senting about two-thirds of the annual 
cost. 

The plan is administered by a committee 
from the staff appointed by the president 
of the bank. The bank’s trust department 


acts as trustee of the pension fund, which . 


has been invested thus far in U. S. Savings 
Bonds Series G. 

The details of the retirement program 
were worked out by a committee chosen as 
representative of the bank officers and the 
staff. Its chairman was Paul B. Kelly, 
vice-president and a member of the board 
of directors, who heads the bank’s invest- 
ment department. 
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Farm Management 


Fifteen farm management suggestions 
of wide applicability are contained in the 
booklet, “1948 New York Agricultural 
Outlook,” published by the New York State 
College of Agriculture. The program 
advocated is one calculated to keep the 
farmers in any state in a sound financial 
condition, and thus they are of interest to 
country bankers everywhere. The sugges- 
tions are: 

1. Proceed with caution. Make future 
plans on the basis of expected lower net 
farm incomes. Be cautious especially about 
debts, costs, expansion, and use of financial 
reserves. 

2. Get out of debt. Farm debts will be 
easier to pay now than in the future. Put 
mortgages that cannot be paid now on a 
long-term basis. 

3. Use more labor-saving methods. Study 
each situation, and then adopt labor-saving 
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methods that will increase the output per 
worker and reduce unit costs. 

4. Study machinery needs before buying. 
Don’t rush to buy “‘new” machines. Care- 
fully select the type and size that will do 
the job efficiently. Some larger machines 
— be hired or owned co-operatively 
with neighbors. 

5. Be cautious in building. Build or re- 
model only where it will increase efficiency 
of production, but take good care of roofs, 
sills, foundations, and chimneys. 

6. Get into the Barn Management Pro- 
gram. Make inexpensive changes that will 
increase labor efficiency or improve the 
health of the herd. Develop plans for major 
rearrangements to be ready to remodel 
when materials and skilled labor are more 
readily available. 

7. Cull cows and hens closely in 1948. 





With feed costs high, farmers cannot afford 
to feed low-producing animals. Culling 
helps to conserve grain. 

. Start chicks early and raise only 
pullets. Consider the possibility of shifting 
to light breeds to take advantage of the 
premium paid for white eggs. 

9. Buy dairy cows cautiously. At present 
high prices buy cows only if you can pay 
for them within a year, 

10. Increase fall-milk production. With 
the return of wider seasonal variations in 
milk prices, winter dairies are more profita- 
ble than summer dairies. Plan to have 
heifers freshen in the fall. Where possible, 
shift cows to fall ne 

11. Order fertilizers early and use them 
liberally. Fertilizer prices have risen some 
but are relatively cheap. Liberal applica- 
tions lower unit cost of production. 
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When you think of Pittsburgh, 
Think of Peoples First 


Highest rail tonnages in the country and water ton- 
nages exceeded only by New York and Philadelphia 
are indicative of the tremendous industrial activity in 
the Pittsburgh area. Commercial and other business 
trends are rising, too. Through its thirteen completely 
staffed banks, Peoples First National is in close contact 
. and in excellent position to 
render superior services to Correspondents and to co- 
operate with businesses having branch operations in 
this area. Your inquiries will be welcomed. 


PEOPLES FIRST NATIONAL 
BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 





MEMBER F.D.1.C, 

















THE 
NEW YORK TRUST 
COMPANY 


Accurately 
adapts its 
many services 











to each cor- 
respondent bank's 
particular 

needs 





100 BROADWAY 


MADISON AVENUE 
AND 40TH STREET 


TEN 
ROCKEFELLER PLAZA 


Member of Federal Deposit 
Insurance Corporation 

















12. Produce high-quality fruit. Pre- 
miums for high-quality fruit are increasing. 
A good job of pruning, spraying and dust- 
ing, thinning, and careful harvesting to 
prevent bruises js likely to pay good divi- 
dends. 

13. Avoid expansion in high-priced crops. 
Do not expand acreage of cash crops that 
were high in price last year. Continue with 
those adapted to your farm. 

14. Maintain a financial reserve. Hold 
your war bonds. They will serve as a cush- 
ion when prices and incomes decline. 

15. Keep your farm business on a sound 
financial basis. Keep financial records. 
File carefully prepared income-tax returns. 
Build up a good credit rating. Have defi- 
nite agreements on _ contracts, leases, 
partnerships, and other business arrange- 
ments. 
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Something to Crow About 


For years a substantial user of radio, 
the Industrial Trust Company of Provi- 
dence, Rhode Island, has launched a new 
daily farm oe over the Providence 
station WHIM. 

Music, produce reports, livestock quota- 
tions, county-agent and farm interviews 
are combined with 4-H, Grange and other 
news. Commercial copy extols the bank’s 
farm loan department. 

A smart advertising touch has been the 
use of a prize-winning rooster, a Rhode 
Island Red, to symbolize the program. 
The rooster has been tagged “Trusty” 
and his picture is being used in all printed 
material promoting the program. More- 
over, the crow has been recorded and is 
used to open and close the 6:30 to 7 A.M. 
broadcasts. 
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ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since 
its foundation over 59 years ago. 
terested in doing business in Peru a letter addressed 


to us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 


49 Branches Throughout the Country 


$ /.22,000,000.00 
$ /.41,207,828.47 


“Peru’s Oldest National Commercial Bank” 


If you are in- 
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“Trusty” is shown here, along with 
(left to right) Andy J —_ and Bob Ensign 
of Industrial’s farm department, John 








Cocky Broadcaster for bank 
program 


Gayton of Horton-Noyes Company, bank’s 
advertising agency, and Bob Cooke, head 
ep 


of the farm loan artment. 
* * 2 
Country Bank Program 


A challenge to country bankers to keep 
abreast of new developments in the farm- 
ing business was issued by A. G. Brown, 
deputy manager of the A. B. A., at a recent 
agricultural clinic sponsored by the Indiana 
Bankers Association at Purdue University 
in co-operation with the School of Agricul- 
ture. 

One specific suggestion made by Mr. 
Brown was that country bankers promote 
accounting schools for farmers, in co- 
operation with schools of agriculture. Also, 
that they assist farmers in keeping better 
records for income tax purposes. 

Another word of advice was: “Know 
the farmer G. I.’s of the community and 
help them to get started right in the farm- 
ing business. This likely involves the 
exercise of more human interest than it 
does in loaning money to veterans. What 
they need most is for country bankers to 
take the time to understand their problems 
and to steer them into sound positions. 
Help them get jobs as hired men until land 
prices come down, when you can soundly 
finance them for a good farm home.” 

Broader credit data. Recommended 
also was more complete credit information 
than the mere listing of a farmer’s assets 
and liabilities. Mr. Brown admonished: 
““Know the farmer’s ability as a farmer and 
a manager, about his family and the part 
each member plays in the farm enterprise. 
Know whether or not his land is productive, 
what classification it is, and its soil type. 
To what extent has he co-operated with 
the local soil conservation district? Has 
he a long-range plan for improving his 
farm’s production under a soil conservation 
program, and what will it cost? Can such 
cost be squared with probable production 
increases over a reasonable period of 
years? If it can, how can the bank finance 


“What is the farmer’s record of whittling 
his debts during these past few years of 
high prices? What is his reputation for 
paying the doctor and the storekeeper? 
Does he have sufficient insurance to enable 
his family to carry on without sacrifice in 
the event of his death? All of this infor- 
mation and more should be on record in 
the bank’s credit file,’ Mr. Brown de- 
clared, “‘and be carried forward from year 
to year to indicate the progress of the farm 
enterprise.” 
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Among Chase services to correspondent banks are: 
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Collection of checks, drafts and other bank documents 
Transmission of funds abroad and shipment of currency 
Participation in local loans when desired by correspondents 


Information and advice regarding banks’ investments 


Issuance of commercial and travelers’ letters of credit 
Complete facilities for the safekeeping of securities 
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dental services 


THE CHASE NATIONAL BANK 


The performance of a broad range of 


Information on credit stand 
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Statement of Condition, April 12, 1948 




















RESOURCES 

Cy end Dee Weds Manabe. ee ede eel $ 571,430,085.87 
United States Government Obligations.................. 1,097,986, 763.24 
COROe Hee GING THOGINNIOS o.oo on eccccicecsccccccccscecces 76,672,068.76 
I ee os ere ot ecw ewndeusees 426,652,280.91 
Stock in Federal Reserve Bank......................0000e 4,050,000.00 
Customers’ Liability on Acceptances..................... 778,290.68 
Income Accrued but Not Collected....................... 5,910,864.10 
ek ea Be She Uv ccd dbodecccecsshcenwes 10,125,000.00 

$2,193,605, 353.56 

LIABILITIES 

ini nee nedi nbc subenneiekeendendenseeesen tee $2,002, 333,255.97 
EE PEE PI NA ECO TORE EOI 778,290.68 
Reserve for Taxes, Interest, and Expenses................ 8,992,301.38 
ee Bi TING. gk oko os & bv Sec cick vc cde vdadins 18,110,837.60 
Income Collected but Not Earned........................ 533,893.20 
IE . , 2s, oo ogden eee eWel. ines bntaceeeete 60,000,000.00 
RN coc Os das 5 oo. 6. ones abr ew aaa So's 6 6 cen ae 75,000,000.00 
as sec encknedadeytedicabeeseeeordheieeaias 27,856,774.73 

$2, 193,605,353.56 








United States Government obligations carried at $197,852,083.57 are 
pledged to secure public and trust deposits and for other purposes as 
required or permitted by law 


Member Federal Deposit Insurance Corporation 
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BURROUGHS CLEARING HOUSE, snay. 29.20 





Mr. Templeton (left) and Assistant Vice-president I. I. Sperling discuss mortgage factors 


BANK LENDING POLICIES ON... 





TODAYS 





On TAGES 


The writer tells his plans for keeping the mortgage 
department upon a sound and profitable basis 


HE advent of mortgages guaran- 

teed by government and govern- 

ment agencies caused many banks 
formerly not real estate lenders to 
become investors in that type of 
security. Plainly, they were influenced 
by the guarantee. 

The fact that a mortgage loan is 
guaranteed by the government or a 
government agency does not excuse a 
conscientious banker from exercising 
proper care and consideration in mak- 
ing that loan or being diligent in 
collecting it. We have always en- 
deavored to approach the granting of 
a loan with the thought that, insured 
or not, the money loaned was our 
funds. The fact that we have made a 
total of 8,427 FHA loans, with only 
12 loans delinquent on March 15 as 
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H. R. TEMPLETON 


Vice-president, The Cleveland Trust 
Company, Cleveland, Ohio 


to February payments, and one loan 
delinquent two months or more, is 
evidence of our. endeavor to treat these 
loans as our money, instead of relying 
on the fact that they are insured. 

Of the total FHA loans made by us, 
only 12 foreclosure cases have been 
filed, three of which have been com- 
pleted with only two of the properties 
being purchased by us. 

The first question to consider is how 
to put new mortgages on your books. 
A great many of us paid “‘finders’ fees” 


although by now some of us have 
reformed. This was a bad practice for 
it permitted a real estate dealer. rather 
than the bank to control the customer. 
It did not create any new mortgage 
business. You simply paid a broker 
a fee to proselyte your competitor’s 
customer in your direction and then 
paid him a bribe not to proselyte your 
customer toward your competitor. If 
your competitor outbid you, that just 
added to the fun. In our community 
we were the last to start paying fees 
and about the first to stop. I object 
less tu the cost of such procedure than 
I do to the interjection of a third 
party between our customer and our- 
selves. The practice is bad in all of 
its phases. 

Some lenders thought that fitting 
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the appraisal to the loan instead of the 
loan to the appraisal was a pretty good 
idea. That system produces loans, 
but unless the amortization schedule 
is proper and the loan servicing depart- 
ment very diligent, it will also produce 
plenty of trouble at some future date. 

Our directors believe our mortgages 
are made on conservative appraisals. 
They are, and sometimes this causes 
us to lose a loan. Being a branch 
banking system and having some fifty 
managers really working to get loans, 
we find the loss of one loan due to 
appraisal occasionally causes some 
managers to be a little critical of our 
appraisal policy. However, they gen- 
erally see the good reason back of the 
procedure and I know all of them 
would prefer to lose a few loans rather 
than see our mortgage portfolio diluted. 
When a bank starts diluting its mort- 
gage portfolio, it never knows how 
much the portfolio is diluted. The 
only safe thing to do is never start. 


@GOME lenders thought that permit- 

ting the borrower to fix the terms of 
the mortgage was conducive to a 
better relationship. Certainly the 
borrower should not be’ required to 
consent to a repayment schedule be- 
yond his ability. If that seems neces- 
sary, he should not purchase that 
particular house and we should not 
make that loan. We always try to fit 
the amortization to the individual 
property and to the area. Age, type 
and condition of property as well as 
age, type and condition of area are 
considered. We always keep in mind 
that the payment requirement must 
be within the ability of the borrower. 
The last few dollars of a payment are 
the ones that cause defaults. 

Then there is the question of interest 
rate. We could achieve great popu- 


larity with our borrowers, the builders 
and the real estate brokers by giving 
low interest rates. We would also get 
a lot of loans., However, if we pur- 
sued that program long enough, we 
would eventually notice some lack of 
appreciation and understanding on 
the part of directors and stockholders. 
It is a question to which we should 
give considerable study if we desire to 
gain friends in the right places. The 
problem of interest rates is a difficult 
one. We are in competition with all 
other mortgage lenders and there is 
generally a prevailing rate of interest. 
That rate has sagged over the past 
number of years and is now staging a 
little comeback. Different rates should 
apply according to the-risk. 

The three “C’s” of bank credit 
apply with equal force to real estate 
lending and a further “C” is badly 
needed. The trinity —Character, Ca- 
pacity and Capital today needs “Cau- 
tion” as never before. 

In the 1920’s mistakes were made 
in mortgage lending. Then came the 
crash of the 1930’s and we now know 
that we merely completed the cycle 
from a prosperity built on speculation 
and stupidity to a depression resulting 
from fear and confusion. When the 
crash came, we were bitter. We sought 
to place the blame everywhere but 
where it belonged —on our own failure 
to question those values properly. 
Real estate had not failed us; we had 
betrayed it. 

Today we know that we are in an 
inflated real estate market. We know 
that the present cost of building and 
the asking price for existing properties 
is due to the unbalance between supply 
and demand, exaggerated by the over- 
supply of money seeking investment 
in mortgage security. Our Federal 
debt has been increasing and this has 











A few of the 50 houses 


inflated our supply of money. During 
the war period savings funds increased 
and mortgage amortization was higher 
because of increased family earnings. 
Both the increase of savings funds 
and mortgage amortization increased 
the money available for mortgage in- 
vestment and therefore for building 
operations. Then the war ended and 
veterans’ legislation was passed by 
Congress. After every war it is politi- 


_ cally popular to gain favor with the 


voters by passing legislation favorable 
to the veteran. We do not have land 
in the great open spaces to pass out for 
homesteads —some had the idea that 
cash bonuses would be inflationary. 
So having fooled around with the 
credit structure of the country without 
immediately reaping the whirlwind, 
Congress decided the thing to do was 
to pass out more credit. Much of the 
use of this credit was confined to the 
purchase of real estate. It was more 
inflationary to that field than a cash 


The author’s loan-handling formula includes office informality and fewer written forms 
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bonus of even a greater amount spent 
in an unlimited field. At this time 
additional legislation is being con- 
sidered by Congress that will further 
inflate the credit available for real 
estate and therefore further endanger 
real estate values and real estate lend- 
ing. This at a time when the President 
and Congress are avowedly trying to 
fight inflation. 

The passage of that real estate lend- 
ing legislation immediately increased 
the price of most houses available for 
veterans by the amount of the original 
guarantee —$2,000. The price was in- 
creased an additional $2,000 when the 
guarantee was raised to $4,000. This 
increase applied to all houses whether 
purchased by a veteran or not. 

Buyers once took account of a rela- 
tionship between “‘value” and “‘price.” 
There used to be a ratio between the 
debt one should assume and one’s 
ability to perform on his promise. 
These old principles that served former 


generations rather well seem to have 
been forgotten. Today the whole 
matter is resolved rather simply in 
“how much per month.” I do not 
know that this formula was designed 
to deceive but it has turned out to be a 
rather effective sedative to cause 
buyers to ignore value as related to 
price, and debt as related to ability to 
pay. It has not only deceived buyers; 
I have seen lenders just as gullible. 


Buyers have committed themselves to ~ 


pay fixed sums for longer periods than 
they should, and lenders have agreed 
to extra long periods of amortization 
with a fixed return. The buyer has 
frequently jeopardized his chances to 
make other accumulations, and some- 
times deprived his family of some com- 
forts other than shelter. Under those 
conditions the home becomes a burden 
—does not permit the happiness that 
a home owning family should enjoy, 
defeats all the purposes for which it 
was acquired except shelter, furnishes 
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built for veterans under the sponsorship of the author’s bank. Maximum price: $5,600 each 


only sad protection to an unhappy 
family, and possibly ends in loss and 
bitterness. 

The unbalance between supply and 
demand, augmented by excess cash 
and credit, caused an early divorce 
between value and price. In new con- 
struction, cost was relatively unimpor- 
tant. The prices for materials gained 
altitude rapidly —supply was not equal 
to demand—mortgage money was 
“easy”? — we experimented with priori- 
ties to the prefabricators, adding to 
the difficulties of the “‘site’’ builders — 
gray and black markets took their toll. 
The question asked by those wanting 
to buy soon became, not “how much,” 
but “‘when.” It was too easy to sell 
“excess cost” at a profit, to worry 
about the obligation to give the buyer 
adequate value for fair price. In fact 
many thought it was “pay day” and 
that the buyer (including the veteran 
with his nice pocketful of credit) was 
fair game, ready to be plucked. 

I think the most helpful service was 
that given by financial institutions 
who faced the issue squarely, disclosed 
their belief that the buyer was pur- 
chasing at a very high price, reminded 
him of his responsibility to repay what 
he was borrowing, and warned him of 
the probability of potential loss. 

The sad part is that this “excess 
cost” has gone to an industry that 
could have made a reasonable profit 
on a lesser price if it had really worked 
to eliminate excesses and inefficiencies. 
Members of the industry have been 
pointing their fingers at each other for 
some time. Some of them are right 
but may not be sufficiently inclusive. 

We are not limiting our discussion 
to the builder and his associates, the 
material man and the subcontractors. 
A brief word about labor —“‘it is not 
blameless.” 

The owner of an existing house has 
also had his day. However his part in 
this picture is probably limited to one 

See TODAY’S MORTGAGES—Page 58 
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Following a loan spurt, this bank is now 
taking stock, reshaping policies 


The Changing Fattern of 
KARNING ASSETS 


HAT has happened in our bank 

during recent months is much 

like what has happened in many 
other institutions. From dependence 
almost entirely upon the earnings of 
the investment account, we have sub- 
stantially increased earnings on our 
loans and discounts. Now we are at 
the stage where we are considering 
just how much further we should go 


in this direction—and more particu-’ 


larly the precise direction to take. 

The trend toward investments and 
away from loans got its start in most 
banks with the depression period of 
the early ’Thirties. The note case 
looked fine until it was viewed in that 
unpleasant blue light of a nationwide 
slump, and then it turned out to con- 
tain a number of sour assets. Every 
bank had that experience, and it was 
not of a nature to encourage fearless 
loaning. 

The bank examiners of those depres- 
sion years made it worse by bearing 
down on every slow loan, and deepened 
the banker’s distrust of loans. As 
loan demand dried up in those years, 
the shift into investments was inevita- 
ble. Thereafter, when anyone came 
to a bank to borrow money he was put 
on the defensive, and all too frequently 
was left in no doubt about the atti- 
tude on the banker’s side of the rail. 
Let’s not blame it on the banker too 
hard —he took the expectable attitude 
of any normal human being under the 
pressures to which he was subjected. 

Then, as we all know, loan demand 
began increasing toward the end of 
the war. This bank reached its low 
at the end of 1945, when loans totaled 
$1,250,000. This figure rose, without 
any change in loaning policy, to 
$2,200,000 by the autumn of 1946. 
This was roughly equivalent to the 
bank’s capital funds, and, of course, 
could not produce sufficient earnings. 
The bulk of the bank’s revenues had 
been derived from bond interest and 
from bond profits. 
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By 
KENNETH K. DUVALL 


President, First National Bank 
of Appleton, 
Appleton, Wisconsin 


This was the situation when I came 
to Appleton late in 1946. Loans were 
on the way up, but were still inade- 
quate both as revenue producers and 
from the standpoint of serving the 
community. Bond interest yields were 
at an all-time low, following one re- 
funding after another at lower coupon 
rates. The directors agreed that it 
would be enlightened selfishness to 
develop a substantially greater total 
of loans, since what would benefit the 
institution would also serve Appleton 
and our neighboring communities. 

We were not prepared to relax our 
loan requirements at the expense of 
sound loaning practice. It did not 
strike us as advisable to issue an invi- 
tation to one and all to come get their 
loans while the money held out. We 
did a good deal of thinking about just 


how we should best go about the 
project progessively but still conserva- 
tively. 

A consumer credit department 
seemed an excellent approach, both 
as a source of profitable loans and as 
notice to the community that the 
First National was actively entering 
the field of loaning money. Our 
reputation had been for less than 
putting out a red carpet for prospec- 
tive borrowers, though in all fairness 
it must be admitted that this came 
about more through circumstance than 
through intent. 

Rather than do newspaper and bus 
card advertising, with the possibility 
of bringing in a considerable propor- 
tion of loan applicants who would 
have to be turned down for cause, we 
put a window display where passers-by 
would see it. Also, we set up the con- 
sumer loan department in the savings 
department —which is a separate room 
—and hung on the wall behind it 
posters outlining the service. 

The latent demand thus uncovered 
was gratifying. Within a few months 


Mr. DuVall, conferring with R. W. Ebben, vice-president and cashier 
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Future outlook: Loan boom will be moderated 


the department had 143 loans, ranging 
from automobile and electrical appli- 
ance installment paper to co-signer 
and single-signature loans with an 
average size of about $400. Inciden- 
tally, the department has been ex- 
tremely useful by diverting from the 
commercial department a volume of 
personal loans which it always con- 
tained in small volume, and in con- 
verting these borrowers to monthly 
payments so that they get out of debt 
relatively painlessly instead of by the 
wrench of having to renew. every 90 
days after making whatever payment 
the loaning officer could wring from 
them. 

The bank got the money for its in- 
creased loan operations by selling off 
its corporate bonds. The chart on 
this page shows a sharp drop in the 


“other bonds”’ line at that-particular 
time; the only reason why it did not 
disappear completely is that there 
were in this account some municipals, 
chiefly local in character. The sale of 
the bank’s corporation bonds actually 
brought a price high enough to provide 
the next three years’ earning require- 
ments. We have not been unhappy 
that we unloaded at that lucky time. 

We also took on G. I. loans and ordi- 
nary real estate loans, of which the 
bank had had but few since the un- 
happy experiences of the depression. 
This bank’s depression troubles were 
extremely light, by comparison with 


*Mr. DuVall, formerly a Chicago bank 
officer, was president of Robert Morris 
Associates in 1945-46. 


most of the nation’s banking structure. 
It was in such good condition even 
throughout the worst depression times 
that it was among the few which were 


‘ permitted to open on the first day 


after the 1933 bank moratorium was 
terminated as it applied to communi- 
ties of this kind. 


(THESE loans were the real password 
throughout our area that the First 
National had really loosened up. 
People came in with new construction 
and refinancing mortgages in consider- 
able numbers. G. I. loans were also 
plentiful. Mind you, we were cautious 
about the quality of real estate loans 
that we made, probably more cautious 
because it was a move away from a 
previous policy of the bank. We think 
that we made good loans that measure 
up to sound banking credit standards. 
We tried not to be overcautious, lest 
we turn away good business and de- 
prive the community of service to 
which it is entitled from its banks. 

Word got around rapidly in com- 
mercial circles that the First National 
had taken at least two of the five pad- 
locks off its loaning policy. In part 
this was no doubt the work of our 
directors, whe are an unusually solid, 
substantial board for any bank. Their 
interests spread into a great many 
local enterprises, and they passed the 
news along. Customers who saw our 
invitations to apply for personal loans 
drew the correct inference, and in- 
quired whether the bank was interested 
in commercial loans also. 

Busy as we were with this shift in 
policies, we made it a point to call 
upon practically all of the commercial 
depositors of the bank. In a large city 
bank, where my experience had been 
gained, it is taker for granted that the 
loan officers will call upon the deposi- 
tors at sufficient intervals to keep 
them aware of the bank’s interest in 
helping them with their finances. It 


A noted credit expert,* Mr. DuVall has brought big-city practices to Appleton, city of 30,000 
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Since 1946, loan expansion has more than doubled the 
national average 


proved to be much easier to do in a 
city of 30,000; in Appleton I merely 
had to step out of the front door and 
walk a block or two up the main 
street. Customers were pleased to 
see me. They had seldom, if ever, 
been visited by an officer of our bank, 
although some of them had been keep- 
ing sizable accounts here for 40 years. 
One or two of them commented that 
it was their first visit from a local 
bank, though they regularly saw repre- 
sentatives from the Milwaukee, Chi- 
cago, and New York banks where they 
maintain accounts. 

These visits brought us a good many 
excellent loans, many of which had 
been going out of town. Also, similar 
visits to former customers brought 
back a good many deposit accounts 
combined with open lines of credit. 
This expansion in credit was not be- 
cause we were particularly brilliant, 
or even that we were enterprising 
enough to go out after it. In con- 
siderable part it was the tide of busi- 
ness. Loans were going up nation- 
ally. Our sole achievement was in 
going up faster than the national 
average. Here, again, we should not 
claim too much for our own efforts, for 
certainly we started at a point below 
the national average. 


QNE method that proved effective as 

a loan-getter was to apply to the 
financial problems of local businesses 
what ingenuity we could use. The 
term-loan technique was practically 
unused here. We got a beautiful five- 
year term loan on.the extension of the 
city electrical generating capacity of 
a municipality in the trade area, and 
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worked it out in municipal bonds of 
the city for the benefit of the tax 
exemption. A local industry had for 
many years occupied leased factory 
buildings and ground, now had an 
opportunity to buy the property; we 
got a bank in a neighboring city to 
join us, and between us we took the 
entire loan. 

A small finance company in a small 
city had problems in handling all of 
the paper it could get, because its capi- 
tal was small. We applied to this a 
modification of a method that Chicago 
and New York banks have long been 
using to handle consumer time paper 
without excessive clerical cost or credit 
risk. The finance company brings in 
a bundle of the paper it has taken in 
and we advance it 85 per cent of the 
unpaid balances, buying this paper 
without recourse. But the 15 per cent 
which we retain is held earmarked in 
a reserve for credit losses. Each 
month we credit the finance company 
with any sum in this reserve in excess 
of 15 per cent of the paper we are 
holding. The finance company makes 
all collections and sends in remittances 
in the original form each week. This 
line is $100,000, and most of it is in 
use all the time. 

Remember that at the end of 1945 
our bank had outstanding loans total- 
ing $1,250,000; and, that in the fall 
of 1946 this had risen to $2,200,000. 
Now, after passage of 18 months as 
this is written, we have $5,100,000. 
We have doubled the national rate of 
increase since late in 1945 and have 
more than doubled the national figure 
since late in 1946. 

The gratifying part of this is that, 


despite the relatively rapid growth, 
we have maintained much the same 
proportion of the three different kinds 


of loans. Here are the 18-months con- 
trasts: 

Kind of loan Oct. prog 1948 
Commercial 41 44 
Personal 17 12 
Real estate 42 44 


Back in 1946 we had almost exactly 
500 borrowers. At the end of March, 
1948, we have 1,156, of which close to 
550 are personal loans. 

After having increased our loans 
well above the national average, we 
find ourselves in a position where we 
are not eager to add to our totals in- 
discriminately. For one thing, there 
is the overriding consideration of the 
national welfare. We try to evaluate 
each loan application in terms of its 
effect upon the national problem of 
supply and demand. 

Recently, for example, we turned 
down a financially attractive five-year 
loan for building a bowling alley. Why 
should we provide money to add to the 
demand for lumber and other building 
materials already in short supply for 
housing and other purposes more 
essential than creating new recreation 
facilities? 

Almost simultaneously we made a 
loan to a wire mill to add two weaving 
looms for making the wire screens used 
by paper mills. In our community 
paper making is the major industry, 
and we are keenly aware of the over- 
whelming need for more paper produc- 
tion. The paper machine wire screens 
that are made on those new looms will 
be an important contribution to added 
national output of paper. 

Our second major step in reshaping 
our loan policy is that we are continu- 
ally reviewing the loans already on our 
books. We have two major purposes 
here. One is to keep a watchful eye 
on the condition of these loans; we 
have no desire to wake up some 
morning to find that a loan has gone 
bad which could have been prevented 
from going bad —to the profit of both 
the borrower and the bank —by some 
intelligent financial guidance supplied 
a little earlier. The other is to see 
whether the borrower’s business is 
developing in a direction which will 
probably make for a greater borrowing 
need. Certainly we want to keep our 
loanable funds in such shape that the 
customer whose business is growing 
can be taken care of here, and not 
driven to the waiting arms of some 
more foresighted institution. 

In the same way, we are constantly 
studying those commercial customers 
who have not borrowed from us in 
recent years. It is obvious that if the 
inflationary spiral continues, many 

See EARNING ASSETS—Page 62 
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Analysis of the obstacles and opportunities 
for corporate fiduciaries posed by the new 
estate and gift tax amendments 








TRUST BUSINESS 


Under the (948 Revenue Act . 


By CHARLES R. ROSENBERG, Jr. 


ERHAPS the most significant 

development confronting trust in- 

stitutions as a result of the gift 
and estate tax amendments of the 
1948 Revenue Act, was forecast by 
Secretary of the Treasury Snyder. 
Those changes, he told the Senate 
Committee on Finance while the tax 
bill was pending, would interfere with 
long-established patterns of estate 
planning. Unquestionably they have. 

Many wills of married persons with 
substantial estates may still be as 
sound and as efficient as they ever 
were. They may require no changes 
to bring them in line with the 1948 
amendments, notably the marital de- 
duction amendment. The wills of 
many other such persons, however, 
may now be obsolete, taxwise. Per- 
haps the legacy to the spouse should be 
enlarged. Perhaps a trust set up for 
tax reasons should be abandoned or 
reduced in favor of an outright marital 
legacy. 

Therein lies a top priority service 
opportunity for corporate fiduciaries. 
Some institutions alerted their friends 
to the proposed amendments while the 
bill was pending. Many others, by 
letter and personal contact, are remind- 
ing attorneys, prospects and customers 
of the urgent importance of will re- 
view, especially for married testators, 
at this time. New estate plans and 
new appointments will doubtless re- 
sult, not to speak of the tremendous 
public relations value of this simple 
and inexpensive gesture among a 
select group. 

In view of the new amendments, 
what about the Federal estate tax 
approach to estate planning and new 
trust business? Trust new business- 
men have always found wealthy pros- 
pects interested listeners to an explana- 
tion of the Federal estate tax and its 
“shrinking” effect on large estates. 
There’s no blinking the fact that the 
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Secretary of the Treasury JOHN W.SNYDER 


He predicts changes in the pattern 
of estate planning 


new amendments have drastically af- 
fected the status of the Federal estate 
tax as a factor in estate planning and 
hence as an entree to new trust busi- 
ness. 

Perhaps the most popular pattern 
for the planning of large estates — 
and one to which Secretary Snyder 
specifically referred —has been the life 
estate to the surviving wife with 
remainder to the children or other 
beneficiaries. Typically, the estate 
was left in trust for the benefit of the 
wife for life and at her death the princi- 
pal was distributed to the remainder- 
men. Sometimes the wife was given 
a special power of appointment to 
name the remaindermen within the 
permitted class. Often the trustee 


was given discretion to use principal 
for her support when needed. In 
many cases life insurances or cash 
equivalents were set up to pay the 
tax assessment and thus prevent the 
decimation of the estate itself. 

By and large, however, the testator 
bought the main idea-—life estate in 
trust with remainder —for one reason 
only, the saving of the second assess- 
ment of the Federal estate tax against 
his property at his wife’s death. It’s 
a safe guess that there’s hardly a trust 
department of any size in the country 
that doesn’t have its quota of wills 
and estates like that. It was a sound 
plan, protecting the wife for life and 
protecting the remaindermen from a 
second shrinkage of the estate. Law- 
yers approved it and trust depart- 
ments properly felt that in selling it to 
testators whom it fitted they were 
rendering a constructive service. 

This type of testamentary trust, 
while effective in avoiding the so- 
called second tax, could not save a 
penny of the Federal estate tax im- 
posed on the estate at the time of the 
testator’s death. Now, under the 1948 
amendments, he can save a large por- 
tion of that tax at his passing by leav- 
ing his wife one-half his estate, tax 
free. Normally, that will save more 
than half the tax, for the marital deduc- 
tion will lop off the upper half of the 
estate, so to speak, leaving the remain- 
ing property subject to taxation in the 
lower brackets. By taking advantage 
of the gift tax amendment also he can 
reduce the tax burden to a minimum, 
perhaps avoid the estate tax entirely. 

A now available pattern of tax reduc- 
tion was indicated by Secretary Snyder 
in one of the examples he submitted to 
the Senate Committee on Finance. 

“To take another example,” he 
said, “a husband in a common law 
state who has earned all the family 

See TRUST BUSINESS—Page 64 
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This bank president tells what is happen- 
ing as his institution bucks the 


five-day-week trend 





« CROSS the country, many bankers 
are firmly committed to a five- 
day banking week. With banker 

opinion furnishing the momentum, 
legislatures in a third of the states have 
passed bills permitting Saturdayless 
banking schedules. 

It was against such a backdrop that 
our system of offices in seven cities 
inaugurated a six-day, 4214-hour week 
on December 1, 1947. The story of 
our experience with these hours covers 
a six months’ period. What we have 
done, why we did it and the manner in 
which it is working out may make 
interesting reading. 

Monday through Friday our doors 
are open from 9:30 a.m. to 4:30 p.m. 
On Saturday it is a half-hour longer, 
from 9 to 4:30. And our staff members 
have traded a former 524-day work 
week for one of five days. Basically, 
that is the way our hours shape up for 
customers and employees. But behind 
the schedule is considerable research, 
thought and experiment with three 
factors —customers, employees and cur- 
rent business trends —in mind. 

There is one or more Michigan 
National Bank offices in each of seven 
south central Michigan cities. Some 
of the communities are relatively 
large and some small, some highly 
dependent upon industrial activity 
and some almost rural. Grand Rapids, 
for example, is the second largest city 
in Michigan and has a population of 
164,000 while Marshall, the smallest 
town in which we have an office, is a 
community of 5,000. Our central 
office is in Lansing, the Capital of 
Michigan. Flint, Saginaw, Battle 
Creek and Port Huron are the homes 
of our other offices. Showing some- 


Left to right: R. Fairles, vice-president, 
operations; M. D. Grant, vice-president 
and cashier; G. O. Hoffhines, senior vice- 
president, Battle Creek; J. M. Shackleton, 
senior vice-president, Saginaw; H. J. Stod- 
dard, president; W. I. Stoddard, senior 
vice-president, Grand Rapids; F. J. Mc- 
Cabe, senior vice-president, Port Huron; 
J. D. Wright, senior vice-president; Mar- 
shall; F. A. Lavery, senior vice-president, 
Flint. Committee member and Vice- 
chairman of Board S. A. Graham, Port 
Huron, absent from picture 





Si -Da ’ it 





By 
H. J. STODDARD 


President, Michigan National Bank, 
Lansing, Michigan 


thing of the business make-up of our 
office sites, it is estimated that the 
automotive industry is directly respon- 
sible for 77 per cent of the business 
activity of Flint, 59 per cent of busi- 
ness in Lansing and 58 per cent in 
Saginaw. Grand Rapids is known 
throughout the country as ““The Furni- 
ture City,” and Port Huron is situated 
in a prosperous agricultural and resort 
area. All of these offices are on the 
same hours, but each tempers over-all 
policies to match its own size and situ- 
ation. 

As early as 1945 we considered the 
idea of longer hours in these offices. 
We were on a 27'%-hour week then, 
which approximated the general aver- 
age. Looking over the schedules of 
banks in widespread areas, we found 
that hours varied up to about 30 per 
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week and, as has been brought out in 
many recent surveys on the subject, 
that banks had three nearly standard 
reasons for keeping their doors open a 
small part of each day. First there 
was the operating problem. Banks 
“could not stay open longer and get 
all of the behind-the-scenes work 
done.” Early closings were necessary 
each day in order to balance the cash, 
prove out, and get checks on their way 
to other points for collection. Second, 
banks were pressed by employee short- 
ages and it seemed that longer hours 
of public service would mean longer 
hours for individual employees. Third 
—and this was the most frequently 
repeated thought —bankers said ‘We 
don’t want to get out of step with 
other banks’ schedules.” 

Against these thoughts we balanced 
our own circumstance and found that 
one factor outweighed all others. Our 
service had spread beyond the rela- 
tively few whom we used to consider 
our only bank customers. Our field 
for loans, commercial and savings 
accounts had expanded far into the 


Operating changes necessitated frequent executive meetings 
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® No more rushing to the bank at inconvenient hours! 


Banking hours for our customers have been increased from 
27'2 to 42'2 hours per week — equivalent to two full banking 
days for your added convenience. , 






BANKING HOURS 


| $30 AM» 430 OM | 
EVERY WEEK-DAY 


ise of te mod- 
SATURDAY The tonger hours are possible because of a complete mi 


ernization of bank methods and equipment. Our staff, how- 
ever, is on a 40-hour, 5-day work week. 





Come in—enjoy the longer hours. Yes, come in any time ~ 
to Michigan National Bank. 
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BATTLE CREEK - FLINT - GRAND RAPIDS - 


LANSING - 
ASSETS OVER 175 MILLION DOLLARS 


MicuHiGAN NATIONAL Bank 


MARSHALL - PORT HURON - SAGINAW 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





The longer-hours program was announced on December 1, 1947, with newspaper and radio ads 


lower-income groups where working 
hours overlap banking schedules both 
morning and afternoon. When the 
situation was unselfishly inspected, 
when we remembered that the public 
is Our sponsor as well as our customer, 
it did not seem that we were filling our 
niche in the public service scheme. 
And, from the -banking standpoint, 
better management and new equip- 
ment had made it possible to serve 


more people during the customary 
banking hours. It was logical to think 
that better management and more 
modern equipment could take us an- 
other step away from the Boston- 
ledger days with hours that would suit 
the rank and file. 

Therefore, when on December 1, 
1946, we put into effect a 35'4-hour 
weekly schedule we were aiming at 
an even more complete break with 


The Lansing office averages 1200 customers Saturday afternoons 
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traditional banking hours. That year, 
from December 1, 1946, until Decem- 
ber 1, 1947, satisfied us that a six-day 
banking week could be combined with 
a five-day work week. As any bank 
officer will guess, it also showed us 
that employee schedules would have 
to be worked out carefully, that many 
officers and employees would have to 
learn to do more than one job well, 
and that operating schedules would 
have to be tightened. 

Operating officers from all offices 
co-operated in attacking the employee 
scheduling problem first. Beginning 
with the idea that each officer and 
employee would work from 8:00 a.m. 
to 5:00 p.m., five days per week, and 
would have one free week day, six 
basic schedules were derived. Each of 
the six schedules gives a free day each 
week, eliminates all three-day week- 
ends, and gives a two-day week-end 
every three weeks except where legal 
holidays interrupt the regular run of 
the schedule. Sample schedules were 
released to the seven offices for study 
about a month before the planned 
change-over. They were accompanied 
by some notes, among which were 
these: 

1. Officer and employee hours will 
be 8:00 a.m. to 5:00 p.m. with one 
hour for lunch, five days a week. 
Banking hours will be 9:30 a.m. to 
4:30 p.m. Monday through Friday, 
and 9:00 a.m. to 4:30 p.m. on 
Saturdays. ; 


See SIX-DAY BANKING WEEK—Page 6 


































American Express Travelers Cheques Offer You 


Only American Express Travelers Cheques offer so many plus values 
that cement your patrons’ good will to your bank. 


Express Travelers Cheques just about American Express Travelers Cheques be- 
anywhere in the world, wherever ships fore using them — they can spend them 
sail, planes fly or America can travel. just like cash. 


i Your customers can use their Amezican 4 Your customers do not have to cash 


An educational campaign among hotels, ; 

transportation companies, filling sta- If ap egy i ge Travelers Cheques 
tions, restaurants, gift shops, depart- ut ae ad 7 vanaces ns eB S08 get 
ment stores, etc., emphasizes that Amer- their retund promptiy—in foreign coun- 


ican Express Travelers Cheques can be tries as well as in the United States. 
accepted without fear of loss. 


An American Express Travelers Cheque 
is a “membership card” in the foremost 
travel organization, with offices and 
correspondents throughout the world, 
where travelers find the many financial 
and travel services they need. 














American Express Travelers Cheques 
uphold your bank’s reputation for the 
best possible service. 


Tune in VOX POP—ABC Network 
Wednesday 8:30 PM, EST 

















Burroughs Clearing House 























The problem: How to unload a haunted 
house on a Scotchman 


Mh. CLUTCHBILL'S 
Inilated Home Loan 


By 
FRED COPELAND 


" HAT house isn’t haunted any 
more’n I am,” sniffed President 
Perkins. 

“Tsn’t it!’ piped up Mr. Spearhawk 
scowling grimly at the members around 


the Ferndale National’s board table. - 


“Lib Ordway’s niece, Zilla, tackled it 
last summer, whilst on a visit, and 
flew out of the back door in her night- 
clothes.” 

“What bit her?” 
Perkins. 

“She heard old Lib’s ghost yowling 
in the m'ddle of the night: ‘Zilla... 
Zilla-a-a! ! Beware no one gets it. 
keep huntin’... it’s hid cute. Twenty 
thousand, clean cash!’ ”’ 

“Zilla was dreaming,” grunted Mr. 
Perkins. 

“Tut—tut! I’m not so sure,” 
frowned Director McTavish, “they 
never found only $3,000 of the wad 
she’s supposed to have left.” 

“Well the immediate point is,” 
growled President Perkins, “the trus- 
tees of this village have come on us, as 
a public duty, to get the old house 
occupied. It squats there on the edge 
of the village, hay growing up in the 
driveway, tourists coming through get 


demanded Mr. 


a first impression the village is dead. 
Libby’s niece, Zilla, wants to sell it, 
but no one will tackle a run-down 
haunted house.” 

Mr. Clutchbill, the bank’s oldest 
director, looked suddenly across the 
table at Mr. Spearhawk. 

“Don’t look at me like that, Clutch- 
bill,’ said Mr. Spearhawk staring back 
out of a face paling with premonition 
of some ghostly work-out that had 
suddenly come into the old director’s 
head. 

Director Clutchbill pointed his gray 
goatee at Mr. Spearhawk like a sham- 
ing finger. And then, casually to the 
other directors: 

“Mr. Spearhawk and I will have 


A voice full of female heart 
‘throb was echoing through 
the halls of the haunted house 

















someone living in that house in two 
days.” 

“Go right to it!’ nodded President 
Perkins. “The village trustees and 
the whole village would love us for it.” 

Mr. Spearhawk put on his hat. 
“T wouldn’t any more go in there after 
sundown...” 

“It’ll be midnight,” corrected Mr. 
Clutchbill. 

“No, sir. Get McTavish —let him 
have the joy of lifting $20,000 out 
from under a floor board.” 

“He can’t run fast enough, Mr. 
Spearhawk.” 

“Sol”? gulped Mr. Spearhawk, ‘“‘so 
you do suspect, then, there is a spirit 
or human being roaming around in 
that house right now!” 

“We could make a little search,” 
evaded Mr. Clutchbill. ‘I shall call 
on you at one o’clock tomorrow after- 
noon. Be sure to be at home.” 

The next morning Mr. Clutchbill 
might have been seen wandering along 
a-side street leading southerly out of 
the village. There was a smile of 
anticipation on his face, for he had 
decided to match wits with a prospec- 
tive customer who was of Scotch 
descent. 

At the far end of the street he 
stopped beside a bleak two-story 
frame house. In the yard was a wil- 
lowly individual with a citron goatee 
which might have worn a price tag 
from Aberdeen. 

“Good morning, Mr. Fitzpaw,” 
bowed Mr. Clutchbill. ‘Are you con- 
tinuing to enjoy our village with your 
daughter-in-law after moving off the 
farm?”’ 

Mr. Fitzpaw fluttered his upper lip 

See MR. CLUTCHBILL—Page 70 
















A Home-Planning Department is an invitation to your 

customers to discuss their problems with you...a reminder 
that you’re ready to help with appropriate advice and loans. 
Above: Exhibit in Old National Bank of Evansville, Ind. 





Neighborly Newspaper Ads. Use your 

newspaper space to bring the readers 
interesting news about your bank and its 
people. Many banks (like the First National 
of Leesburg, Fla., above) find that such ads 
are as widely read as the news columns, result 
in more business and good will for the bank. 
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The background of th 





advertisement ts the famous Hammermill Safety Chainline design. 
There are two other pleasing background patterns to choose from. 





GET SET For 
WEATHER: 


FIBERGLAS hme ~ 


ben ine Fac Sor 





Window Displays. Manufacturers and retailers highly 
value merchandising tie-ins with local banks, a mutual- 
ly helpful type of cooperation. The National City Bank of 
Cleveland does an interesting job with customers’ displays. 


A Modern Interior. The First National Bank, Portland, Oregon, 
selected a Quonset hut for this attractive new branch, which com- 
bines adequate light, full-visibility ‘‘friendly’”’ counters, easy access to 
the street—all factors that make it pleasant to do business with the bank. 


Checks on “The Best Known Name in Paper.” Your customers 
know and respect the name ‘“‘Hammermill.’’ Checks on Hammermill ™ 
Safety unobtrusively imply stability and reliable service to them. For 
samples of this fine check paper, address (on 
your bank letterhead, please) Hammermill 
Paper Company, 1503 East Lake Road, 
Erie, Pennsylvania. 


as __ 
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WASHINGTON VIEWPOINT 








Functions of ECA 


President Truman quickly supple- 
mented enactment of the European 
recovery program by creating the 
Economic Co-operation Administra- 
tion and asking Congress to appropri- 
ate $4,245,000,000 to finance the first 
year of European recovery. 

Paul G. Hoffman, former head of 
the Studebaker Corporation, was ap- 
pointed as administrator of ECA. 

With his appropriations message, 
the President submitted a breakdown 
of the requested amount. He said the 
assistance would be in the form of com- 
modities and services essential to an 
effective start on European recovery. 
The estimate also included provision 
for transfer guarantees of investments 
made by United States citizens in 
European enterprises conducive to the 
joint recovery effort, as well as for 
ocean freight charges on private relief 
shipments as provided in the Economic 
Co-operation Act. 

Under the Economic Co-operation 
Act, Western European countries 
in working out their recovery with 
the aid of the United States have 
agreed: 

1. To develop their production to 
reach targets, especially for food and 
coal. 

2. To make the fullest and: most 
effective use of existing productive 
capacity and all available manpower. 

3. To modernize equipment and 
transport, so that labor becomes more 
productive, conditions of work are 
improved, and standards of living of 
all people of Europe are raised. 

4. To apply all necessary measures 
leading to the rapid achievement of 
internal financial monetary and eco- 
nomic stability while maintaining in 
each country a high level of employ- 
ment. 

5. To co-operate with one another 
and with like-minded countries in all 
possible steps to reduce the tariffs and 
other barriers to the expansion of trade 
both between themselves and with the 
rest of the world, in accordance with 
the principles of the draft charter for 
an International Trade Organization. 

6. To remove progressively the 
obstacles to the free movement of per- 
sons within Europe. 

7. To organize together the means 
by which common resources can be 
developed in partnership. 

Under the Economic Recovery_Act, 
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By N. P. GREGORY, 


Washington Correspondent 


the U. S. Government is not expected 
to embark on large-scale buying of 
commodities and finished products 
needed by the signatory countries. 

The ECA itself is not a procurement 
agency, but simply the banking agency 
through which the money will be doled 
out. The ECA will approve plans 
proposed by the countries, just as a 
banker passes on a loan, and it will see 
how funds are spent, just as the Inter- 
national Bank for Reconstruction and 
Development oversees expenditures by 
a borrower. 

It is expected that foreign orders 
will come from importers designated 
by each government. These firms will 
act as agents of their government. 

Commercial banks, who are expected 
to have direct contacts with ECA, will 
play the part of depositories. Foreign 
countries will set up accounts in the 
commercial banks from which they 
will withdraw funds for the payment 
of goods purchased. 


e ¢ * 


Preparedness Controls? 


’ Less than three years after VJ day, 
the United States has embarked on a 
rearmament program as a result of the 
cold war with Russia. Military ex- 


penditures which declined sharply 
with the end of the conflict are on the 
upgrade. Such expenditures in 1949 
will exceed $15,000,000,000, exclusive 
of the multibillion dollar European 
recovery program. 

Up to now the American economy 
has operated without any restraints, 
but there is increasing demand that 
wartime controls should be instituted 
to husband our resources. 

President Truman renewed his plea 
for rationing and other measures last 
November, but Congress decided that 
they were not needed at that time. 

Even the Republican party is begin- 
ning to talk quietly now of wartime 
measures, not only as a means of fight- 
ing .inflation, but also to distribute 
finished products and raw materials 
equitably for defense and for the 
European recovery program. 

Unless war comes, financial as well 
as banking restrictions are unlikely. 
If rationing is imposed the banks 
again will be asked to act as deposi- 
tories for the Federal Government, as 
they did during the war. The banks 
are already playing an increasing role 
in the savings bond program. 

Restrictions on the capital market 
are out of the question unless the 
United States is engaged in a war. 








Georgia Crop Yields 
Set All-Time High 


Last year tobacco, corn and wheat average yields per 


acre set new highs for the state. 


Total agricultural pro- 


duction was valued at $466,491,000, an increase of 11% 


over the previous year. 


We are proud to have a part in the development of 


new farming methods and in the financing of 


orgia’s 


agricultural progress. Each succeeding year brings 
greater prosperity to the state, to us, and to our cor- 


respondent banks. 


We invite you to join our group. 


MEMBER 


NATIONAL 
BANK. 


COMPLETE SERVICE AT 5 OFFICES IN METROPOLITAN AREA OF ATLANTA, 


ET 


MEMBER FEDERAL DEPOSIT Ih 
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There is plenty of money to absorb 
demands of industry on the capital 
market. 

Reimposition of the stringent con- 
sumer credit controls have not been 
mentioned. As output of household 
equipment and automobiles catch up 
on demand even existing controls will 
be relaxed. 

* ¢ * 


Mr. McCabe's Ideas 


The Senate by a standing vote con- 
firmed Thomas B. McCabe as a mem- 
ber of the Federal Reserve Board and 
President Truman has elevated him to 
the chairmanship to succeed Marriner 
S. Eccles, who accepted the vice- 
chairmanship. 

During the Senate Banking and 
Currency Committee hearings, Mr. 
McCabe declared that he was “‘thor- 
oughly in accord” with the board’s 
program of maintaining government 
bond prices at par values and that he 
could see “nothing in the foreseeable 
future” to show that prices will go 
below par. 

Mr. McCabe asserted that he en- 
dorsed restoring consumer credit con- 
trols through the Reserve Board, but 
pointed out that it was inequitable to 
restore them for one segment of the 


economy and to let other segments go 
uncontrolled. 

Inferentially, the new chairman 
endorsed the proposals for higher 
reserves outlined before the Congress 
by Mr. Eccles. Mr. McCabe said 
that with expanded military expendi- 
tures new reserve requirements might 
be necessary. 

“If you want to keep the bonds at 
par, how about the alternative to 
reduce the price and so hoist the yield,” 
Mr. McCabe was asked by Committee 
Chairman Charles W. Tobey. 

The new chairman testified that he 
would oppose such a step. He offered 
these considerations in support of the 
program of maintaining government 
prices at par: . 

1. There is the refunding and re- 
financing program of the Treasury, 
which might have to be accelerated in 
view of the $4,800,000,000 tax cut. 

2. There is an ethical responsibility 
to the people who purchased govern- 
ment bonds. 

3. Itis “helpful to commerce, indus- 
try and agriculture to know there will 
be a reasonable range in interest rates.” 

Mr. McCabe also expressed general 
approval of a bill to regulate bank 
holding companies. This proposal has 
been before Congress for a number of 
years. The late Senator Carter Glass 








Resources Over $950,000,000 


Many Offices Serving 

Northern California 

HEAD OFFICE SAN FRANCISCO 
Member Federal Deposit Insurance Corp. 





QUICK CONVERSION 


of your Pacific Coast Transit 
and Collection Items 


Day and Night Air Mail Transit Services from San 
Francisco—hub of coastwise and transpacific airways. 
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TRUST 
COMPANY 
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author of the Federal Reserve Act and 
former chairman of the Senate Bank- 
ing and Currency Committee, was a 
sponsor of such legislation. 

Mr. Eccles has also favored such a 
law, but it has never been enacted. 
Such legislation is expected to come 
up for consideration at this session of 
Congress. 

* Sd * 


Rising Gold Stocks 


United States gold stocks are at the 
highest level in history, and now total 
$23,146,929,942. The heavy influx in 
gold began with the end of lend-lease 
and the start of European reconstruc- 
tion efforts. 

For example, at the end of 1945 they 
totaled $20,064,000,000. and they have 
climbed since VJ day about $3,082,- 
000,000. Both Secretary of the Treas- 
ury John W. Snyder and Marriner S. 
Eccles have expressed concern over 
the inflationary effects of heavy im- 
ports of gold. 

One way to eliminate the effect 
upon the credit structure would be to 
“sterilize” imports by taking the gold 
out of the credit stream, but this 
would necessitate using up the Treas- 
ury surplus to accomplish that end. 

Mr. Snyder has stated that when 
the inflationary threat from incoming 
gold becomes sufficiently dangerous 
steps will be taken to nullify it. 

Imports are now pouring into the 
United States at the rate of more than 
$1,000,000,000 annually. 


The decline in gold stocks which 


took place between 1943 and 1944 was 
due principally to large purchases by 
Latin American countries. It is re- 
called that these were years of heavy 
purchases of raw materials by the 
United States. 

These countries built up their dollar 
exchange resources and used them to 
buy gold for currency stabilization 
purposes and for other uses. 
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Effect of Tax Cut 


Enactment of the $4,800,000,000 
tax reduction bill over the objections 
of President Truman and his two top 
fiscal officers, Marriner S. Eccles and 
John W. Snyder, raises a number of 
important problems. 

Mr. Eccles charged that the cut 
added to inflationary pressures. He 
predicted the government may run a 
deficit of $3,000,000,000 for the last 
nine months of this year. The Treas- 


| ury now enjoys a surplus of close to 


$8,000,000,000. 

The surplus for fiscal 1949 is esti- 
mated at $4,900,000,000, but this may 
be drastically reduced in view of the 
heavier than anticipated military ex- 
penditures. 

A. L. M. Wiggins, Undersecretary 
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How world trade is reflected in a bank statement... 


Today, when you enjoyed your morning coffee, it may not 
have occurred to you that because of that coffee, or tea, or 
other imported product that you use every day, some per- 
son in a foreign country may buy bread tomorrow. Such 
exchanges of goods between countries are facilitated by 
your bank! 

In the statement below, under the items “Loans, Bills 
Purchased, etc.,” “Outstanding Acceptances,” and else- 
where, is reflected the fact that Manufacturers Trust Com- 
pany handles millions of dollars of foreign banking trans- 
actions: Financing the export of a cargo of wheat flour . 
aiding in the import of a scarce raw material. . . issuing 


commercial letters of credit to firms with international busi- 
ness ... furnishing travelers’ letters of credit to individuals 
... and making possible personal remittances to relatives 
and friends abroad. Many of these transactions help pro- 
vide foreign countries with the purchasing power to b 
American products. 

This is but one phase of Manufacturers Trust Company’s 
many activities designed to serve the needs of individuals 
and the larger interests of your community. It is another 
chapter in the story of money at work — worldwide; it re- 
flects your bank’s part in the ee of world commerce. 
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SUPUETIUETUEEDEULUELO EEOC 


RESOURCES 
Cash and Due from Banks . MR ne 





CONDENSED STATEMENT OF CONDITION 
As at close of business March 31, 1948 


DIRECTORS 
EDWIN J. BEINECKE 

Chairman, The Sperry & Hutchinson Co. 
EDGAR S. BLOOM 

Chairman, Atlantic, Gulf and 

West Indies Do aad Lines 


. $ 558,277,393.49 ALVIN G. 


rt ed poe i Home 





U. S. Government Securities . ‘ 1,080,513,834.90 Products Corporation 
U. S. Government Insured F. H. A. Mortgages . ; 3,073,067.99 ™ Peadiide Gime 0 Pulie Conger 
State and Municipal Bonds . diese . 30,359,954.29 CHARLES A. DANA : 
Stock of Federal Reserve Bank . 3,037,500.00 wat aoe 
= Other Securities , 23,271,935.68 Vice-Chairman of the Board 
= Loans, Bills Purchased and Bankers’ " Acceptances ‘ -  496,448,941.01 gg Rr ea Sistinbale 
= Mortgages é 13,810,195.57 PAOLINO GERI ; 
= Banking Houses : . ‘ 10,257,443.85 hg ge a 
Other Real Estate Equities ‘ ‘ 233,980.73 FREDERICK gnenaens 
Customers’ Liability for Acceptances . 7,019,647.19 Posakions, 
Accrued Interest and Other Resources. . . .. . 5,578,025.98 JOHN L. JOHNSTON ian 
$2,231,881,920.68 OSWALD L. JOHNSTON.” 
LIABILITIES Simpson Thacher & Bartlett 
Cote... tw a eee ele oe, ee President, United Biscuit 
Surplus a rel Pocaece iS ae Sees 60,000,000.00 Company of America 


Undivided Profits - 


Reserve for Contingencies ; 
Reserves for Taxes, Unearned Discount, ‘Interest, ete. “ 
Dividend Payable April 1, 1948 . 
Outstanding Acceptances . 
Liability as Endorser on Acceptances and Foreign Bills . 
Deposits i re” - va 





24,005,172.09 $125,255,172.09 


United States Government and other securities carried at $64,334,653.75 are pledged to secure ° 
public funds and trust deposits and for other purposes as required or permitted by law. 


JOHN T. MADDEN 

President, Emigrant Indus- 

trial Savings Bank 
JOHN P. MAGUIRE 

President, John P. Maguire & Co., Inc. 
C. R. PALMER 

President, Cluett Peabody & Co., Inc. 
GEORGE J. PATTERSON 

President, Scranton & Lehigh Coal Co. 
WILLIAM G. RABE 


° 6,880,063.00 
yee 4,346,684.14 
face 1,237,500.00 
a 7,365,435.51 
en 1,113,798.55 





a 2,085,683,267.39 ice President 
H * 
$2,231,881,920.68 —_— > RICHARD 
ea 





ERNEST STAUFFEN 








Trust Committee 
L. A. VAN BOMEL 
National Dairy 


Curtiss-Wright Corporation 


Manufacturers Trust Company cut w Valen 


Head Office: 55 Broad Street, New York 15, N. Y. 
MORE THAN 75 COMPLETE BANKING OFFICES IN GREATER NEW YORK 
Member Federal Deposit Insurance Corporation 
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President, 
HENRY C. VON ELM 
Chairman of the Board 
ALBERT N. WILLIAMS 
President, Westinghouse 
Air Brake Company 
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SEATTLE - FIRST NATIONAL BANK 


Statement of Condition 
At close of business April 12, 1948 
@ 


RESOURCES 


Cash and Due from Banks..... $168,106,537.08 
United States Government 
EET en ee 215,550,399.95 
Obligations of Federal Agencies. 9,119,241.23 
State and Municipal Securities.. 58,884,804.08 














Other Bonds and Securities. .... 2,418,501.16 $454,079,483.50 
es as cst wes 195,188,605.13 
Federal Reserve Bank Stock................. 600,000.00 
Bank Buildings, Vaults, Furniture & Fixtures. . 2,609,341.05 
Interest Earned Not Received................ 2,416,487.63 
Customers’ Liability Under Letters of Credit 
ie a ig Rie ape IE Card Ce 1,360,898.85 
ENG > h.530 kde. $:9-AUin ise Miah a eel $656,254,816.16 
LIABILITIES 
Capital Stock.................% 10,000,000.00 
RG SBMS Sia ods Ae oe eae 10,000,000.00 
Undivided Profits............. 4,490,968.28 
Reserves for Contingencies. ... . 5,607,048.89 % 30,098,017.17 
Reserves for Interest, Taxes, etc.............. 1,534,224.26 
Discount Collected Not Earned.............. 995,098.45 
Letters of Credit and Acceptance:............ 1,360,898.85 
RC aa ee a fe at Ro ees ee 622,266,577.43 





$656,254,816.16 





BOARD OF DIRECTORS 


Lawrence M. ARNOLD Tuos. F. GLeep B. A. Pernam 
J. H. BaLuincer P. E. Harris Ws. G. Reep 
Henry Broperick L. C. Henry W. W. Scrusy 
F. H. Browne, Jr. Cuarwes H. Incram ALFRED SHEMANSKI 
Cuar.es F. Cuise Warren M. JenxKINs Evsrince H. Stuart 
Eart D. Doran Eric A. Jonnston J. A. SWALWELL 
Jorx E. Ferris Ricuarp E. Lane Georce Van Waters 
O. D. Fisner Ciarence D. Martin KaTHERYN WILSON 


Russe.tt MILier 
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“YOUR FRIENDLY BANK” 
Established 1870 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





























of the Treasury, has estimated that 
the tax cut will reduce Federal reve- 
nues by about $600,000,000 for the year 
ending June 30, 1948, while revenues 
for fiscal 1949 will decline by about 
$5,000,000,000. 

_ On top of this about $500,000,000 
will be needed for tax refunds. These 
revenue losses, together with the tax 
reduction will convert the $4,800,000,- 
000 estimated surplus into a deficit of 
close to $700,000,000 in 1949, accord- 
ing to Mr. Wiggins. 

The deficit may result in new 
financing at a time when the Treasury 
is bending every effort to reduce hold- 
ings of government securities by com- 
mercial banks and the non-bank selling 
of government securities. 

The inflow of foreign gold may 
also adversely affect the anti-inflation 
battle. Deficit financing, plus an 
inflow of gold may nullify past efforts 
to manage the debt in such a way as 
to reduce inflationary tendencies. 

The tax reduction bill therefore has 
removed from the hands of the Treas- 
ury its budgetary surplus, the most 
potent weapon to control credit. 
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Housing Legislation 


A long-range program to _ build 
15,000,000 homes in 10 years has been 
approved by the Senate Banking and 
Currency Committee but enactment of 
legislation does not appear favorable. 

The Joint Committee on Housing 
has suggested some changes in the 
Taft-Ellender-Wagner bill including 
extension of mortgage insurance, in- 
creased mortgage interest rates if the 
market required them, accelerated 
depreciation rates for new rental hous- 
ing and guaranteed returns on new 
houses and apartments for rent. 

Other parts of the new housing plan 
agreed to both by the joint group and 
the sponsors of the bill, include slum 
clearance, Federal aid to communities 
for low-rent housing, mass production 
techniques in the building industry and 
housing for rural areas. 

These amendments to the TEW 
bill, originally passed Jast year, were 
made as the American Legion renewed 
its demands that the Government lend 
war veterans $5,000,000,000 to build 
homes, declaring that such a course 
might lead to a 25 per cent cut in build- 
ing costs through mass production. 

The proposed loans would be to 


World War II veterans for 32- and 40- ° 


year periods at interest rates of 2 to 
2% per cent. The plan also calls for 
G. I. farm loans, where banks and 
finance companies have turned down 
funds to veterans. 

Officials of the American Legion, 
proposing the recommendations to the 
House Veterans Committee said direct 
loans now are necessary because veter- 
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ans are unable to get them from lend- 
ing agencies. 

Walter L. Alessandroni, of Phila- 
delphia, chairman of the Legion’s 
National Housing Committee, said the 
proposed legislation would not conflict 
with private builders who last year 
protested another housing bill. 

Meanwhile, Commissioner Franklin 
D. Richards of the Federal Housing 
Administration announced significant 
and fundamental changes in adminis- 
tration regulations governing FHA’s 
Title I property improvement loans to 
individuals. 

Under the new amendments to the 
regulations, effective April 20, a cash 
down payment of 10 per cent of the 
cost of the proposed improvements will 
be required from the borrower on all 
such loans. Heretofore, no down pay- 
ment has been required. 

Commissioner Richards, in announc- 
ing the amendments to all qualified 
lending institutions, explained that 
this change of policy is dictated by the 
necessity for further measures in the 
Government’s moves against infla- 
tionary trends. 

It was emphasized that the amend- 
ments requiring the 10 per cent down 
payment apply only to the two types 
of transactions known as Class I and 
Class II loans, made to finance prop- 
erty improvements and the building 
of small non-residential structures. 
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Proposed FDIC Change 


Comptroller General Lindsay C. 
Warren in an 80-page report to the 
Senate Committee on Expenditures in 
the Executive Departments of the 
Federal Deposit Insurance Corpora- 
tion submitted a number of recom- 
mendations, one of which proposed 
centralizing supervision and examina- 
tion of banks in the FDIC. 

The report was immediately chal- 
lenged by the FDIC board of direc- 
tors, who insisted that many benefits 
accrue under the present system of 
examinations now being conducted by 
the Federal Reserve Board and the 
Comptroller of the Currency. 

“Through close liaison with the 
Board of Governors of the Federal 
Reserve System and the Comptroller 
of the Currency, the corporation is 
consulted on matters pertaining to 
chartering of new national banks, 
admission of banks to membership in 
the Federal Reserve System, establish- 
ment of branches by members of the 
Federal Reserve System and general 
supervisory activities,’ the FDIC di- 
rectors argued. 

“In reviewing the recommendations 
in this report relating to bank examin- 
ing functions and procedures, this rela- 
tionship with other banking agencies 
should be given careful consideration.” 


May. 1948 









This sturdy BRANDT machine saves a vast amount of time in the 

counting and packaging of coins. It will pay for itself in a sur- 

prisingly short time. The BRANDT Coin Counter and Pack- 
ager is precision built and thus assures absolute accuracy. 


All denominations of coins from pennies to dollars, inclusive 

—also tokens—are handled by this equipment. The ma- 

chine may be set by the operator for continuous count 

or counts in quantities of 10 to 50 in steps of 5. Coins 
may be counted into bags or coin wrappers. 


BRANDT AUTOMATIC CASHIER CO. 


Watertown - - Wisconsin 


Please send complete information regarding 











USE THIS COUPON 
(C1 BRANDT COIN COUNTERS and PACKAGERS 
(.) BRANDT COIN SORTERS and COUNTERS Bank Name 
(C] BRANDT AUTOMATIC CASHIERS 
(Coin Paying Machines) By 
(J COIN STORAGE TRAYS 
[] COIN WRAPPERS and BILL STRAPS Address ae ve oe 


“BRANDT” and “CASHIER” registered United States Patent Office and Canadian Trade Marks Office 
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NATIONAL BANK 


OF DETROIT 


DETROIT, MICHIGAN 
Complete Banking and Trust Service 


STATEMENT OF CONDITION, APRIL 12, 1948 








Other Securities 


Loans: 


Deposits: 





Reserves . 


Capital Funds: 
Common Stock 
Surplus 





Loans and Discounts . 
Real Estate Mortgages . ms eh 
Branch Buildings and Leasehold Improvements . 
Accrued Income Receivable Sree Coe ee 
Customers’ Liability on Acceptances and Letters of Credit 


Commercial, Bank and Savings . 

United States Government 

Other Public Deposits ‘ 
Accrued Expenses and Taxes Payable . 
Income Collected—Unearned 


Common Stock Dividend No. 28, 
Payable May 1, 1948 


Acceptances and Letters of Credit 


Undivided Profits 





RESOURCES 


Cash on Hand and Due from Other Banks . 
United States Government Securities 
Stock of the Federal Reserve Bank 


$ 185,099,958.17 
51,406,504.23 236,506,462.40 


$ 301,186,066.00 
585,280,286.22 
1,500,000.00 
70,399,809.18 





LIABILITIES 


$1,062,855,427.74 
43,670,054.06 
28,995,197.47 $1,135,520,679.27 


1,533,119.92 
3,511,527.41 
3,412,476.38 
$1,203,329,747.51 

















s e¢.8e «© « « @ Meenas 
‘ ‘a eee a ee 35,000,000.00 
5,733,176.88 55,733,176.88 


1,374,894.50 
1,257,662.13 


525,000.00 
3,412,476.38 
5,905,858.35 





United States Government Securities carried at $74,229,308.65 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $10,938,713.07 of the 


Treasurer-State of Michigan, and for other purposes required by law. 


$1,203,329,747.51 




















HENRY E. BODMAN 

ROBERT J. BOWMAN 
PRENTISS M. BROWN 
CHARLES T. FISHER 


DIRECTORS 


B. E. HUTCHINSON 
JAMES INGLIS 
WILLIAM S. KNUDSEN 
ALVAN MACAULEY 


CHARLES T. FISHER, JR. WALTER S. McLUCAS 


JOHN B. FORD, JR. 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 





W. DEAN ROBINSON 
NATE S. SHAPERO 

R. PERRY SHORTS 
GEORGE A. STAPLES 
R. R. WILLIAMS 

Cc. E. WILSON 
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THE PERSONALITY SPOTLIGHT 








With the merger of the Bank of 
New York and The Fifth Avenue 
Bank in New York City, John C. 
Traphagen has become chairman 
and chief executive of the combined 
institution, John I. Downey is vice- 
chairman and directing head of The 
Fifth Avenue office, and Albert C. 
Simmonds, Jr., is president. 

Mr. Traphagen had been president 
of Bank of New York since 1931. 
Mr. Downey became president of 


The Fifth Avenue Bank in 1941, - 
after long service as a vice-president 


of Bankers Trust Company in New 
York City. Mr. Simmonds joined 
Bank of New York in 1930, was 
made a vice-president in 1941, and 
recently has been in charge of the 
commercial banking department. He 
is a member of the faculty of the 
Graduate School of Banking. 

The merger brings together two 
institutions with unusually interest- 
ing histories. Bank of New York, 
founded in 1784, was the first to be 
established in New York City; the 
only other bank in America was the 
Bank of North America, in Phila- 
delphia, formed in 1781. Alexander 
Hamilton played an active role in 
Bank of New York’s early history, 
becoming a director at 27, and writ- 
ing the bank’s constitution which 
later served as a model for its state 
charter. The bank has never missed 
a dividend except in 1837, when it 
was required to do so by law. 

The Fifth Avenue Bank, founded 
in 1875, was originally a neighbor- 


Important merger in Utah 


G. S. ECCLES 


Cc. L. SMITH 
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JOHN C. TRAPHAGEN 





JOHN I. DOWNEY 








ALBERT C. SIMMONDS, JR. 


They head consolidated Manhattan bank with $450,000,000 resources 


hood bank serving prominent Fifth 
Avenue families, especially catering 
to women depositors for whom it 
maintained special facilities. Later 
its commercial activities became 
more important. 

Both banks have exceptionally 
large trust and estate businesses. The 
combined institution has resources of 
approximately $450,000,000. 


Consolidation of all First Security 
Corporation banking activities in 
Utah to form a $125,000,000 bank, 
largest in the state, was scheduled to 
become effective May 1. 

The consolidated institution, 
known as First Security Bank of 
Utah, National Association, brings 
together the First National Bank of 
Salt Lake City, the present First 
Security Bank of Utah, and the 
banking activities of the First Secu- 
rity Trust Co. in Salt Lake City. 

Charles L. Smith, president of 
the First National Bank, becomes 
board chairman of the new consoli- 
dated bank, and George S. Eccles, 
president of the First Security Corpo- 
ration and the First Security Bank 
of Utah, is president. 

The merger will form a bank large 
enough to take care of expanding 
credit needs brought about by in- 
dustrial development in the area. 
Two principal operating offices will 
be maintained, one in Ogden and 
the other in Salt Lake City. 


& 


Robert W. Groves, chairman of 
the board, has acquired the addi- 
tional title of president of the Savan- 
nah Bank & Trust Company, Sa- 
vannah, Georgia, following the death 


of the late John J. Cornell. 

Mr. Groves has been a member of 
the board since 1919, and has held 
the chairmanship since 1932. He is 
also president of the Strachan Ship- 
ping Company, chairman of the Port 
Authority - Industrial Committee, 
past president of the Savannah Cot- 
ton Exchange, and a former city 
alderman. In fact, a Savannah paper 
in announcing his election observed 
that ‘‘he has probably given more 
of his time and executive ability to 
public enterprises than any man in 
Savannah.” 

The Savannah Bank & Trust 
Company is the oldest trust company 
in Georgia, having been organized 
in 1869. . 


o 


There are not many individuals 
who plan their life’s future, follow it 
without devi- 
ation, and real- 
ize their ambi- 
tion at the age 
of 41. Harris 
McAshan is 
one of the ex- 
ceptions. The 
son of a pioneer 
banking fam- 
ily in Houston, 
he prepared for 
a banking ca- 
reer in college, 
has been in the business ever since 
graduation in 1929, and on March 26 
he was elected president of the South 
Texas Commercial Bank. 

He succeeds a well-known Texas 
banker, Sam R. Lawder, who has 
resigned the presidency due to ill- 
health but will continue as a director. 
Mr. Lawder, president for four years, 





H. McASHAN 
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DOUBLES VOLUME 
EVERY YEAR 


“Since 1945, when we started working with local insurance 
agents under the Bank and Agent Auto Plan, our volume of 
direct, auto loans has doubled itself every year. During 1947 
— ina city of 160,000 — we made about $1,000,000 worth of 


loans to 1,197 customers, many of whom had been strangers 
to the bank. 








in Springfield 


Massachusetts 


“The level of risk is high . . . this Plan reaches a segment 
of the population that is ideal for our purposes — people who 
use credit, but haven’t used too much of it. Volume is more 
dependable . . . the thing feeds on itself — bringing repeat 


business, not only for auto loans, but for all sorts of bank 


services. 


“It is more profitable business. Normal losses on direct auto 
financing are generally lower than in any other phase of con- 
sumer credit. The long term expense factor is also low. It is less 
costly, over the years, to give local agents strong promotional 


backing than to maintain and travel a large field staff. 


“To sum up, we are highly enthusiastic about the Bank and 
Agent Auto Plan because: The business is not really hard to 


get . . . it’s good when you get it .. . it’s easy to administer 
. . . it’s reasonably profitable to the bank.” 


A. J. Guffanti 
Vice President 


Springfield National Bank 
Springfield, Massachusetts 








ETNA CASUALTY AND SURETY COMPANY 
iffiliated with 


Attna Life Insurance Company 


AL TOMOBILE INSURANCE COMPANY e STANDARD FIRE INSURANCE COMPANY 


HARTFORD CONNECTFECUT 
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was vice-president of the First Na- 
tional Bank of Houston for 21 years. 

Mr. McAshan’s family has been in 
the banking business in Houston 
continuously. for more than 80 years. 
His grandfather, was one of the 
organizers of the South Texas bank, 
and his father was president for many 
years. 

A new vice-president in the corre- 
spondent bank division is Paul L. 
Rounsaville. Until recently he was 
an assistant vice-president of City 
National Bank in Houston. and prior 
to that held a similar position with 
the Texas Bank and Trust Company 
in Dallas. 

« 


New president of the Port Chester 


(New York) Sav-- 


ings Bank is 
Edward P. Ped- 
lowe, executive 
vice-president 
since 1941. Before 
joining the staff, 
Mr. Pedlowe was 
a senior examiner 
in the state bank- 
ing department. 
E. P. PEDLOWE Dennis A. Mc- 
Kay has been 
named to the newly created post of 
chairman of the board, following 
service as a trustee since 1934. 





o 


Edwin G. Uhl has been promoted 
from comptroller 
to vice-president 
at Land Title 
Bank and Trust 
Company, Phila- 
delphia. With the 
bank and a prede- 
cessor institution 
since 1923, Mr. 
Uhl has been 
comptroller since 
1940. He has been E. G. UHL 
active in. the Na- 
tional Association of Bank Auditors 
and Comptrollers, and is a past presi- 
dent of the group’s Philadelphia 
Conference. 

. 


Three new officers have been 
named at The Second National Bank 
of New Haven, Connecticut. Lester 
A. Chamberlin and John T. Cot- 
trill were made assistant trust offi- 
cers, and Chester A. Barrett was 
elected assistant cashier. 
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A new vice-president in the corre- 
spondent bank division of United 
Bank and Trust Company of St. 
Louis is D. R. Harrison, formerly 
vice-president of Merchants Bank of 
Kansas City, and prior to that 
finance commissioner of Missouri. 


May, 1948 








ST. LOUIS 
TERMINAL WAREHOUSE 
COMPANY 











PROTECT YOUR 
UNSECURED LOANS 


ef with 
ST. LOUIS TERMINAL 
WAREHOUSE RECEIPTS 





Recent credit developments may have material- 
ly changed conditions which existed at the time 
many of your unsecured loans were granted. 
These loans, in many instances, may easily be 
converted to a secured basis through the use of | 


St. Louis Terminal Warehouse Services. 


WRITE OR WIRE OUR NEAREST OFFICE 



































ST. LOUIS TERMINAL 
WAREHOUSE CO. 


SERVING INDUSTRY OVER TWENTY YEARS 


ST. LOUIS 2, MO. *« CHICAGO 3, ILL. » CINCINNATI 2, OHIO 
826 Clark First Natl. Bank Bidg. Carew Tower 


DALLAS 1, TEXAS *« KANSAS CITY 6, MO. » MEMPHIS 3, TENN. 





Construction Bldg. Waldheim Bldg. Sterick Bldg 
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NEW! 
VISTITE 





PORTABLE, VISIBLE 
CARD RECORD FOLDER! 








Brand new, the Vis-ette Folder serves a wide 
variety of purposes where portable visible 
records are required. Made of sturdy press- 
board, this new folder can be filed in your 
regular letter size file, your desk file drawer, 


or slipped conveniently into your brief case. 


It has an angular celluloid tab, four inches 
long, for indexing contents. Securely fastened 
inside, are metal channels holding 20 Kraft 
pockets. Each pocket is die-cut to take a 
5” x 8” card on one side, and a companion 
card which may be 4” x 6”, or 3” x 5”, on the 
other side. If desired, five more pockets may 
be added. 











See them at your dealer, or write Globe- 


Wernicke Co., Norwood, Cincinnati 12, Ohio. 


Globe - Wernicke Snes” 


Bookcases 
FILING EQUIPMENT AND SYSTEMS Stationers’ Supplies 
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Mr. Harrison is also president of City 
Bank of Eldon, Missouri. 


° 


The following promotions have 
been announced at The Syracuse 
(New York) 
Trust Com- 
pany: John A. 
Sheedy, from 
senior vice- 
president in 
the commercial 
department to 
executive vice- 
president; 
Ransom G. 
MacKenzie 
to vice-presi- 













W. P. FREEMAN R. G. MacKENZIE 


dent and trust officer; and William 
P, Freeman to trust officer. 


o 


The Anglo California National 
Bank of San Francisco has announced 
the following promotions, effective 
April 1: 

Fred H. Carlisle has been ap- 
pointed vice-president and manager 
of the Bakersfield main office; Lau- 
rence J. Robin, assistant vice-presi- 
dent and manager of the East Bakers- 
field office; and John F. N. Cox, an 
assistant manager of the Bakersfield 
main office. 

2 


Arthur J. Hamilton is now presi- 
dent of the Bath 
(New York) Na- 
tional Bank, hav- 
ing succeeded 
Robert C. Turn- 
bull who had 
served for more 
than 30 years and 
who is now trust 
officer and chair- 
man of the board. 
A. J. HAMILTON Mr. Hamilton was 
formerly cashier of 
the bank, which he joined more than 
30 years ago. 





° 


At the Fidelity-Philadelphia Trust 
Company, Stewart M. Walker has 
been advanced from assistant vice- 
president to vice-president in charge 
of operations. Other promotions: 
Horace W. Latimer from assistant 
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BAN KS 


EVERYWHERE 


. .we offer our conception of correspondent banking. To this service 


we bring two commodities— knowledge and facilities. 


Our facilities are those of a modern bank, 
fully and effectively staifed, 


including a large Foreign Department. 


Our knowledge is that gained over the course of 


145 years in the service of business and of other banks 


in all parts of the world. 


We should like to serve as correspondent for 


your bank in the Philadelphia area. 


May we give you details? 
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THE PHILADELPHIA NATIONAL BANK 


Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








Collecting stamps 
may be great fun— 





sez me, is none! 


(1) Separate single stamp from sheet or strip... 
(2) hold it . . . (3) moisten . . . (4) place in position on 
envelope . . . (5) press so it sticks . . . Nothing to it! 
But mail fifty letters and you feel tired. Psychologists 
explain that meticulous motions with small objects 
require concentration and exact effort—tire most 
people quickly. Stamp sticking is actually one of those 
precision jobs better done by machines than people! 
The postage meter displaces the adhesive stamp 
... prints postage, in any amount needed, as needed, 
directly on the envelope . . . or on gummed tape for 
parcel post...also prints dated postmark, seals envelope 
. . » Faster, better than anybody can do it by hand! 
Extra advantages: protects postage from loss or 
damage; automatically accounts for postage used. 
There’s a PB meter for any size bank, Call or 
write for illustrated booklet. 









PITNEY-BOWES 
Postage Meter 


PITNEY-BOWES, Incorporated 


$142 Pacific Street, Stamford, Conn. 


Originators of Metered Mail. Largest makers 
of mailing machines. Branches in 68 cities 
in the U.S. and Canada 
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secretary to’corporate trust officer, 
and Edward F. James from assist- 
ant controller to controller. 


a 


Also in Philadelphia, Joseph B. 
Roberts has been named assistant 
vice-president at the Tradesmens 
National Bank and Trust Company. 
He was formerly assistant cashier. 


° 


John F. Keeley has been elected 
executive vice-president of The South 
Shore National 
Bank of Chicago. 
For 21 years he 
has been identified 
with The Lake 
Shore National 
Bank of Chicago, 
most recently as 
vice-president. 
Widely known in 
the Midwest for 
his consumer 
credit activities, 
Mr. Keeley is active in the Illinois 
Bankers Association and Robert 
Morris Associates, and has served for 
several years as an instructor in the 
Chicago Chapter of the American 
Institute of Banking. 
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J. F. KEELEY 


o 


Harold C, Strait has been elected 
vice-president of the Bankers Trust 
Company, New 
York. He will be- 
come head of the 
Rockefeller Cen- 
ter Office, succeed- 
ing James I. 
Clarke, vice- 
president, who be- 
comes supervisor 
of the bank’s 
three uptown of- 
fices. Mr. Strait, 
who has been an 
assistant vice-president at the Rocke- 
feller Center Office since 1946, has 
been with Bankers Trust Company 
since 1930. 





H. C. STRAIT 


* 


Promotions at the Stamford (Con- 
necticut) Trust 
Company include: 
William A. Mur- 
phy, from assist- 
ant treasurer to 
vice-president; 
J. Gordon Akins, 
trust officer, also 
named vice-presi- 
dent; James A. 
Weir, assistant 
treasurer, also 
elected comptrol- 
ler; and Miss Agnes B. Cooney, in 
charge of advertising and personnel, 
elected assistant secretary. 





W. A. MURPHY 
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THE MOSLER SAFE CO | 
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AFTER A FIRE WILL 
YOUR RECORDS BE 
ASHES OR ASSETS. 

















YOUR VALUABLE RECORDS MUST HAVE 
THE FINEST PROTECTION AGAINST FIRE.... 


Destpred Cafe cossly for 


MOSLER LEDGER DESK SAFES OFFER: 
A Constant Point-of-Use 


banking ( igantyations 


These safes have been tested and approved by The Un 
Protection. B Elimination of 
divided responsibility for the care of your records, re 
sulting from their removal to other protective devices 


after close of business. (C 


derwriters' Laboratories for 4-hour severe fire. exposure, 


including 30 foot drop or impact and explosion test, and 


awarded their' Class "A" Label, with similar label award- 


Receding doors which con- ed by the Safe Manufacturers National Association. These 


serve valuable floor space and permit use of safes in are the highest awards given any safe. The “T-20" Label 
batteries, beside desks, windows, etc. 


Dji—Quick closing accomplishes a 20° 


reduction in burglary insurance 
and locking of safes in case of daytime fire. 


rates on contents, 


Available Includ- =, 


\ / 
EO nA ae 
Several Models oon Zio ge 


SAVE ROOM—Séveral Sizes Avail- 
ing Ledger Desk Safes of 2-Hour 


ee Cf poe F ay nie able to House 5,000 to 50,000 
Chess om MOSLER SAFE —— Accounts — All in ONE SAFE! 
ciao \ / Seeds 
—\. ~ 


320 FIFTH AVE..NEW YORK CITY FACTORIES: HAMILTON, OHIO 
BOSTON CHICAGO PHILADELPHIA PITTSBURGH WASHINGTON, D. C. 
84 Sudbury St. 214 W. Jackson Blvd. 207-209 Architects Bldg. 395 Union Trust Bldg. 1427 Eye Street N. W. 


BALTIMORE—CINCINNATI--COVINGTON, KY.—DALLAS—KANSAS CITY—LOS ANGELES 
PORTLAND, ORE.—SAN FRANCISCO—YORK, PA.. and Other Principal Cities in the United States and Foreign Countries 


MOSLER HAS MEANT SAFES AND SAFETY FOR NEARLY A CENTURY 


May, 1948 





New 


. . Books 
of immediate interest to BANKERS 





FINANCIAL HANDBOOK —third Edition 


Edited by Jules I. Bogen, New York University; with Board 
of 68 Contributing and Consulting Editors. 


Here is the complete working reference to the whole field of 
finance and financial operations. No matter what your ques- 


tion on any phase of firancial activity, you can look to this 

Handbook for help you needgo handle it surely, successfully, with backing of 
t authority. Information is thoroughly up to date; illustrated ~— 

live examples. 27 big sections. 1289 pages. Fully Indexed. $7.50 


Money Market Primer 


By John T. Madden, Marcus Nadler, and Sipa Heller; All 
of New York University 


Study of institutions and operations of the New York Money 
Market. Helps you to better understand monetary policies, 


gauge more accurately trend of interest rates, loans and invest- 
ments, commodity prices and business activity in general. Effects of war and 





post-war conditions on money markets and banks, all discussed in ss 


30 valuable tables; 212 pages. 


Bank Credits and Acceptances—third Edition 


By Wilbert Ward, National City Bank, and Henry Harfield, 
both Members of New York Bar 


Fully up-to-date explanation of letter of credit practices and 
summary of precedents in international and domestic trade. 
Leads to better understanding of commercial credit operations 
and legal relationships of parties. Discusses commercial aspects of inter- 


national trade; types of paper involved; duties of seller; rights of buyer; bank’s 
privileges. 272 pages. $4.50 


The Economics of Instalment Buying 
By Reavis Cox, University of Pennsylvania 


A book that needed to be written—the complete, definitive 
treatment of the whole subject of instalment buying. Based on 
a multi-thousand dollar field survey by the Retail Credit Institute 
of America, of which the author is Director of Research Projects. Bankers and 
other interested parties will turn to it for important factual information, trade 
Eee and procedures, trends and practical data. Includes large sees 


itherto neglected. Nearly 100 tables. 525 pages. 


Export-Import Banking 
By William S. Shaterian, New York Bar 


With the implementation of the ERP, this timely book will be 
welcomed by banks, large and small, called upon to handle 
foreign operations involving international transfer of money 
and goods. Covers work of foreign department of a bank; explains procedures 


for handling all types of foreign dealings. Gives necessary documents and 
data; legal aspects explained. 397 pages. : $5.00 


=== ==-==-=—Sent for Examination---------== 


THE RONALD PRESS COMPANY, 15 East 26th Street, New York 10 


SEND ME—for 5 days’ examination—the books checked below. 
the end of 5 days I will either remit full price, plus postage, or return 


them. We pay postage if check accompanies order. 


© Financial Handbook, Bogen... .$7.50 © Bank Credits, Ward-Harfield. . . 
© Money Market, Madden, et al.. 3.00 0 Instalment Buying, Cox.’...... 


O Export Import Banking, Shaterian. .$5.00 





THE RONALD PRESS COMPANY, 
15 East 26th Street, New York 10 

















Assistant Vice-president Robert 
A. Zentner hasbeen transferred 
to the banks and 
bankers division of 
the First Wiscon- 
sin National Bank, 
Milwaukee, where 
he formerly served 
from 1937-40. For 
the past eight 
years he has been 
in the commercial 
loan department. 
He joined the bank R. A. ZENTNER 
in 1929, after brief 
service with the National City Bank 
of New York. 





° 


Roy E. Kileen has been elected 
assistant vice-president of the La 
Salle National Bank of Chicago and 
will serve in the bank’s correspondent 
bank department. Before joining 
La Salle National 13 years ago, Mr. 
Kileen served as bank examiner for 
the State of Wisconsin. 


° 


For his prodigious memory for 
names, his vast storehouse of jokes 
and apt quotations, his voice talent, 
his liking for people, and many other 
attributes, Assistant: Cashier Law- 
rence K. Houghton of the First 
Wisconsin National Bank in Mil- 
waukee was termed the city’s most 
unusual banker by the business edi- 
tor of one of the local newspapers. 
The tribute came in a feature story 
citing Mr. Houghton’s golden jubilee 
in banking. 

+ 


Good news to his many banker 
friends through- 
out the Middle 
West is the ap- 
pointment of C, 
Stewart Rich- 
mond as district 
manager in charge 
of sales for George 
La Monte & Son 
for the Chicago, 
Cleveland, St. 
C.S. RICHMOND Louis and Atlanta 

districts. Prior to 
his promotion, he was in charge of 
the ee district only. 


° 


Robert G. Clarkson, formerly 
senior vice-president of the Federal 
Home Loan Bank of New York, was 
slated to become vice- -president of 
the Century Federal Savings and 
Loan Association, New York City, 
on May 1. 


» 


Alvin R. Strittmatter of the 
Central National Bank of Cleveland 
has been elected assistant cashier. 
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+4 was one of the best years in the 
l 947 history of the Metropolitan 
Life Insurance Company. 


“The Company’s financial position was 
excellent. More Metropolitan policyholders 
than ever before enjoyed the blessings of life 
insurance. Through investments, the Com- 
pany played a bigger role than in any pre- 
ceding year in helping to keep the wheels of 
industry turning . . . to provide jobs and 
homes . . . and to maintain high standards 
of living. 

““However, the year was not without its 
problems. Insurance costs were higher be- 
cause of lower interest rates, and because 
of the prevalent i increase in the cost of goods 
and services.’ 


President Leroy A. Lincoln reported these 
facts in his account of the Company’s 1947 











Policy Reserves Required by Law 


to receive them. 
Policy Claims Currently Outstanding . 


Company. 
Other Policy Obligations 
Including premiums received in advance, etc, 


Taxes Accrued 


business of 1947. 


All Other Obligations ae <> % 
TOTAL OBLIGATIONS one, ae! '@ 


Thus, Assets exceed Obligations by 
This safety fund is made up of: 
Special Surplus Funds o 
Unassigned Funds (Surplus) . . 





OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


This amount, together with future premiums and reserve 


Claims in process of settlement, and estimated claims that 
have occurred but have not yet been reported to the 


Including estimated amount ‘of taxes payable i in 1948 on i the 


Contingency Reserve for Mortgage Loans . 


+ « « $8,048,865,244.66 


An Outstanding Year 


activities in a motion picture entitled “Pages 
From An Open Book.” Here are some other 
important facts about 1947 presented by 
Mr. Lincoln: 


—Payments to policyholders and benefi- 
ciaries totalled $671,000,000—topping all 
records. 

—More than 2,300,000 people bought 
Metropolitan policies during the year. The 
total of Metropolitan policyholders reached 
32,384,000. 

—At the year-end, policyholders owned a 
total of $37,250,000,000 of Metropolitan 
protection—the greatest amount in the Com- 
pany’s history. 

—Metropolitan will pay in 1948 somewhat 
more in dividends to policyholders than in 
1947, although there will be downward ad- 
justments for certain classes of business. 





OBLIGATIONS AND ASSETS—DECEMBER 31, 


. $7,333,537,964.00 


Loans on Policies 
34,085,580.50 
in the aggregate) . 


Housing projects and other real estate 
acquired for investment . 
Properties for Company use 
Acquired in satisfaction of mortage in- 
debtedness (of which $19,098,579.96 
\s under contract of sale) 
Cash and Bank Deposits 
Premiums, Deferred and in Course of Collection 
Accrued Interest, Rents, etc.. . . 
TOTAL ASSETS TO MEET OBLIGATIONS . 


33,550,654,.32 
17,704,521.00 


21,000,000.00 
29,389,937.42 


$499,557,356.51 


® * 
$ 72,281,000.00 j 


$427,276,356.51 


Made to policyholders on the se security ‘of their policies. 
Real Estate (After decrease by sgn each of $25,000,000 


in Metropolitan’s History 


Mr. Lincoln also reported that last year 
a committee representing all State Insurance 
Departments completed, as required by law, 
a periodic examination of Metropolitan. In 
their conclusions, the examiners reported: 


“‘The examination of the Metropolitan 
Life Insurance Company indicates that 
it is in a sound financial condition.” 


“Policy claims are paid promptly, and 
fair and ws uitable treatment has been 
e 


accorded policyholders.” 
Metropolitan’s Annual Report for 1947, 
which is entitl From An Open 


Book,” contains much additional informa- 
tion about the Company’s operations. If 
you would like to have this booklet, fill in 
and mail the coupon below. A copy will 
be sent to you without charge. 





1947 


(In accordance with the Annual Statement filed with the New York State Insurance Department) 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 
National Government Securities 


- $3,876,921,624.32 


U.S. Government . 3 632,510, 803.00 

interest, is required to assure payment of all future policy Canadian Government 244,410,821.32 

benefits. Other Bonds ° ° er ee ke 
Reserved for Future Payment Under Provincial and Municipal ofa! ter 0: ee eee 
Supplementary Contracts. 28 . «  373,634,251.42 Railroad . . . 510,214,387.99 
Policy proceeds from death claims, winiabed endowments, Public Utility : os a8 975,681,105.50 

and other payments which beneficiaries and policyholders Industrial and Miscellaneous 1,150,294,533.15 

have left with the Company to be paid out to them in Stocks ee RT ake « _ 105,388,903.00 

future years. All but $1, ‘565, 382.00 are Preferred or Guaranteed. 
Policyholders’ Dividends Left on Deposit . 64,747,219.00 — Mortgage Loans on Real Estate See 964,666,721.19 
Reserved for Dividends to Policyholders . 141,215,117.00 Cdhey Doapeni ; ‘ $ _86,117,937.09 
Set aside for payment in 1948 to those policyholders ‘eligible . 


878,548,784.10 
+  343,301,733.81 


208,752,510.79 


$ 139,090,580.35 
35,015,955.07 


59,645,975.37 





156,258,124.20 
124,836,913.79 

57,706,111.28 
+ $8,548,422,601.17 


This fund, representing about 6 per cent of the 
e Obligations, serves as a cushion against possible un- 

favorable experience and gives extra assurance that 

all policy benefits will be paid in full as they fall due. 
NOTE:—Assets carried at $412,328,264.37 in the above statement are deposited with various public officials under requirements of 


law or regulatory authority. In the Annual Statement filed with the Massachusetts Insurance Department, Policy Reserves Required 
by Law are $7,333,661,993.00, and All Other Obligations are $29,265,908.42. 


ee a ee ee ee ee ee ee ee ee oe ee ee 











Metropolitan Life 


NAME. 
Insurance Company ona 
(A MUTUAL COMPANY) CITY STATE. 


Gentlemen: 


Please send me a copy of your . Annual Report to Policyholders entitled, 
‘Pages From An Open Book.” 


METROPOLITAN LIFE INSURANCE CO. 
1 Madison Avenue, New York 10, N. Y. 
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1 MADISON AVENUE, New York 10, N. Y. J 
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LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


. 


O), say, can you See, by the dawn’s 


” 


early light... 










In the Nation’s Capital, The Riggs National Bank 
takes pride in recollecting that the author of the 


Star-Spangled Banner was once its customer and 
signed checks on this Bank. 





















The Fort McHenry 
Flag of 1814 had 
Fifteen Stars and 


Filtcen Stripes. 


Reposing in our files is an original invoice from an 
Alexandria, D.C. (now Va.) merchant, addressed to 
FRANCIS SCOTT KEY and bearing the notation 
in Key’s handwriting: “Paid by check on Corcoran & 
Riggs, 18 March, 1842.” 


So does the saga of this institution reach back to the 
very beginnings of our national history ... touching 
the life of this noble patriot who penned our 
National Anthem. 


With humble pride in our long and illustrious past 
we look forward to fulfilling an ever-larger place in 
the economic future of Washington and the Nation. 
When you require a Banking service, remember the 
name RIGGS... symbol of a financial tradition un- 


broken since the days of Francis Scott Key. 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. * FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member — Federal Reserve System 





WE ARE ESPECIALLY WELL EQUIPPED TO HANDLE ACCOUNTS 
OF BANK CORRESPONDENTS AND NATIONAL CORPORATIONS 
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CANADIAN BANKING 








Bank of Canada on Capital 
Investments 


Intimation that banks will tighten 
up loans on capital investment plans 
comes from several Canadian sources. 
Canadian Finance Minister Douglas 
Abbott recently in New York stated 
that Canada “needed a slowing down, 


not a sudden cessation, of capital 


development.” 

Finance Minister Abbott pointed 
out that the $2,800,000,000 capital 
investment forecast for 1948, coming 
on top of the record capital expansion 
in the past two years “exerts a severe 
strain on our economy and on our cost 
and price structure. Particularly in 
the case of labor, materials and equip- 
ment used in capital goods expansion, 
the pressure of demand has been and 
still is intense . . . From the point of 
view of the industrial borrower, de- 
mand is so intense that it would take 
a really substantial change in interest 
rates to dampen his enthusiasm and 
make him defer capital project. Diffi- 
culty in obtaining loans or in floating 
securities would be a much more 
effective deterrent than higher interest 
rates.” 

The Bank of Canada, which comes 
under the finance ministry, pointed out 
in its recent annual report that “‘the 
increase of $461,000,000 in chartered 
banks’ Canadian loans during 1947 
was the largest annual increase on 
record . . . There were undoubtedly 
cases where bank borrowers obtained 
additional credit against their current 
assets such as inventory and receiva- 
bles, for the purpose of obtaining funds 
to meet capital expenditures ... It is 
clear that the present rate of capital 
development is straining Canada’s 
manpower and material resources, and 
is pushing up prices. At the same 
time business, which in general entered 
the post-war period with unusually 
large liquid reserves, has been looking 
increasingly to banks for financing.” 

The Bank of Canada is believed to 
be taking definite steps to curb volume 
of new capital investment in Canada 
this year. But Canadian chartered 
banks have also taken a careful look 
at their loans made for capital invest- 
ment by industrial firms. Said James 
L. Carson, president of the Bank of 
Toronto, recently: “As bankers we 
must discourage unwise expansion. 
Business must realistically appraise its 
own position.” 

Mr. H. D. Burns, president of the 
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By JAMES MONTAGNES 


Bank of Nova Scotia, pointed out in 
his recent annual address that ‘“‘we 
cannot ignore the inflationary tenden- 
cies in the business picture. While we 
are always ready to make appropriate 
advances for well conceived purposes, 
we should be failing in our responsibili- 
ties if we did not attempt to discourage 
borrowers and prospective borrowers 
who appear to be extending themselves 
unduly, or if we turned a blind eye to 
heavy accumulation or high valuation 
of inventories.” 

The Bank of Montreal’s recent an- 
nual statement also warned against 
investment expansion, stating that 
while it is pursuing a liberal and con- 
structive credit policy in the broadest 
and best sense, the bank is not en- 
couraging business or individuals to 
get into debt for ill-considered expan- 
sion or for any other purpose in conflict 
with sound and reasonable practice. 

. Sf Sf 


Doubts on Devaluation 


In its most recent Monthly Review 
The Bank of Nova Scotia takes a dubi- 
ous look at the possible effects of the 
talked-of Canadian dollar devaluation. 

High on its list of doubts about the 
feasibility of a devaluation is the fact 
that Canadian exports are already 


high, with most export industries pro- 
ducing as much as their capacity, 
labor supply and materials permit. 
The Review points out that there is 
no strong reason to believe that 
devaluation in itself would result in 
further diversion of exports toward 
dollar markets. The incentive to 
export to the United States is already 
great because of high demand in that 
country, the better terms of entry 
resulting from the Geneva Agree- 
ments, and the severe import restric- 


-tions maintained by most overseas 


countries. 

In regard to imports the Review 
states that while a severe devaluation 
would check imports substantially, the 
effects of a moderate devaluation, of 
say 10 per cent, is much more prob- 
lematical. 

“The fact is,” the Review states, 
“that despite an average increase in 
U. S. prices of more than 40 per cent 
since mid-1946, imports from that 
country had been rising substantially 
up to the time the (Canadian) emer- 
gency controls were instituted. Even 
though business and consumers are 
becoming increasingly cost-conscious, 
it is doubtful whether an additional 
price increase of 10 per cent would 
have pronounced restrictive effects.” 

The Review concludes that “as a 











MONTHLY REVIEW 
THE BANK OF NOVA SCOTIA 





A monthly review from Canada 


We would be pleased to send you our 
Monthly Review—an authoritative report 


on matters important to Canada. 


THE BANK OF NOVA SCOTIA 


49 Wall Street, New York 
Branches across Canada; and in Newfoundland, Cuba, 
Jamaica, Puerto Rico, Dominican Republic, and London, 
England. 


GENERAL OFFICE: TORONTO, CANADA 





ESTABLISHED 1832 
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When a letter from your bank has 
insufficient postage, arrives “Postage 
Due”...the mailman has to collect, the 
recipient may be inconvenienced or 
annoyed... you may be-embarrassed! 
A mailing scale is important enough 
so you ought to have the best... which 
means Pitney-Bowes! 

Precision made to PB’s postage 
meter standards... with an automatic 
pendulum mechanism that is quick 
acting, always accurate...clear, wide 
spaced markings give fast, doubt-free 
readings... eye-level chart, and large 
letter tray, speed up mailing... And 
you’re sure that every letter, booklet, 
folder, package gets through the post 
office without “P.D.” delay... has 
neither too little postage — nor too 
much! Call the closest PB office, or 
write for an illustrated folder. 


PITNEY-BOWES 
Mailing Scales 


PITNEY-BOWES, Inc. 


~ 
i dia 
 eaenenal 
3139 Pacific Street, Stamford, Conn. 
World’s largest makers of mailing 
‘comm machines. Offices in 68 cities in the 
“— United States and Canada. 









Also available: 
@ special 20 oz. 
Airmail model 
and 70 |b. 

Parcel Post Scale. 





general proposition. there is much to 
be said for maintaining a stable cur- 
rency unless the reasons for devalu- 
ation are very strong.” 


° ¢ + 


Farmers Use More 
FI. LL. A. Credit 


As activity under the Farm Im- 
provement Loans Act passed its third 
anniversary, the program shaped up 
as one of the healthiest offspring of 
post-war financial planning in Canada. 
Loan volume under the F. I. L. A. 
nearly doubled in 1947 and for the 
third successive year there were no 
claims for losses under the Government 
guarantee. 

To clarify the program for United 
States readers, the F. I. L. A. if 
dropped into the U. S. pattern would 
fit nicely between customary types of 
short-term credit and long-term mort- 
gage loans. It was put into force on 
March 1, 1945, to give the average 
farmer means of securing intermediate 
credit which he could not get before 
to improve and develop his facilities. 
The loans are made by banks, which 
the Government guarantees against 
loss up to 10 per cent of the aggregate 
principal for any one bank. Loans 
are for periods up to 10 years and a 
maximum amount of $3,000 each. 
Simple interest is payable at the rate 
of 5 per cent and security is taken in 
all cases. Reasoning behind the guar- 
antee is that it is sufficient to offset 
special risks attached to farm im- 
provement loans yet is not so large as 
to result in reckless lending. 

Under F. I. L. A. during 1947, loans 
were made to 22,046 farmers for a total 
volume of $18,160,821. This was an 
increase of $9 million over 1946 and 
$16 million over the 10 months of 1945. 

One of the primary objectives of 
F. I. L. A. is to help farmers develop 
new agricultural areas. In 1947 Cana- 
dian farmers secured 1,356 loans for 
the purpose of clearing and breaking 
new land, and 68,693 unemployed 
acres were put to crop usage. 

Eighty-three per cent of all loans 
during 1947 were for farm implements. 
These loans totaled $15,211,231. 
Thirty per cent of all tractors and 
combines sold in Canada were financed 
under the act. 

F. I. L. A. provided for more than 
$1.5 million for farm buildings in 1947. 
About 900 loans were made for the 
construction of farm-utility buildings 
and the balance helped farmers im- 
prove living quarters. 


+ o 


Bank Earnings 


Net earnings of Canadian banks 





before income taxes was $53,200,000 
in 1947 compared with $53,100,000 in 
1946, according to a Government re- 
port tabled at Ottawa. After allow- 
ance for income taxes the banks showed 
earnings of $38,900,000 in 1947 and 
$39,300,000 in 1946. Reflecting the 
increased commercial activity of the 
banks, loan interest totaled $90,100,- 
000 as compared to $70,700,000 the 
previous year. Trading profits on 
securities and interest and dividends 
were slightly higher also, totaling $92,- 
800,000. Service charges and other 
earnings were $46,400,000. Total 
operating earnings in 1947 were $229,- 
300,000 as against $203,300,000 in 
1946. 

Chief expense was a 20 per cent 
increase in remuneration to bank em- 
ployees during the year, salaries in- 
creasing to $78,900,000 from $65,400,- 
000 in 1946. There was a correspond- 
ing rise in contributions to bank pen- 
sion funds which rose from $8,000,000 
to $9,500,000. Interest paid on all 
deposits was $46,600,000 as against 
$41,100,000 in 1946. Total current 
operating expenses, including income 
and other taxes was $190,400,000 as 
compared to $164,000,000 in 1946. 
Dividends to shareholders amounted 
to $14,200,000 as against $12,600,000 
the previous year. 

For the first time the report gave a 
breakdown on earnings from personal 
savings accounts. It cost the Canadian 
banks almost 2 per cent in interest 
and operating charges to handle per- 
sonal savings accounts in 1947. Of 
this total, 1.24 per cent represented 
interest paid out to depositors and .72 
per cent actual operating charges. Net 
earnings on these accounts, before in- 
come taxes, was $3,900,000, equal to 
.14 per cent. Interest paid to savings 
depositors totaled $35,000,000 and 
expenses of personal savings operations 
totaled $20,300,000. 


¢ ¢ o 


Government Statistical 
Service 


Banking officials and others inter- 
ested in monthly Canadian statistics 
now have available through the Do- 
minion Bureau of Statistics, Ottawa, 
a new monthly “Canadian Statistical 
Review.” This review covers labor, 
prices, fuel and power, mining, manu- 
facturing, construction, food and agri- 
culture, domestic trade, external trade, 
transportation and finance. The new 
publication replaces the ‘Monthly 
Review of Business Statistics” and is 
issued in larger and clearer type 
format than the other publication. 
Weekly supplements are issued as 
well. The “Canadian Statistical Re- 
view” is available from the King’s 
Printer, Ottawa, at $3 a year. 
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Wate convenience for 


with this §ietava™ safe deposit vault table 


An outstanding innovation in the safe deposit department of the recently remodeled 
City National Bank & Trust Company, Kansas City, is the coupon table pictured. 


The design for this piece of equipment was made by our own engineers. As 
shown by the photograph, the coupon table is partitioned for semi-privacy. 
It provides individual space for twelve persons, six on each side. It is particu- 
larly convenient for people in a hurry who do not wish to carry their safe 
deposit box to a room. Made of stainless steel and glass, the table is exceedingly 
attractive in appearance and easy to keep clean. 


City National officials report that a large percentage 
of their renters use the table, that it speeds up 
service at peak periods and eliminates congestion 
in the private rooms. 


For competent counsel in determining the type of equipment you need for 
your bank call in a Herring-Hall-Marvin representative. He has at his com- 
mand—and through him you have at your command—the practical help of an 
organization with over a century of specialized experience in this field. 





Detailed specifications of the BRANCH CPPicEs: 
coupon table shown in this 


advertisement will gladly be HERRING-HALL-MARVIN Botton, Weshington, st. 


sent at your request. Leute, Adunta, Hoveten, 


, SAFE COMPANY © aR 


OTHER AGENCIES ALL 
OVER THE WORLD 





General Offices * Hamilton, Ohio 
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DISHONESTY RIDES AGAIN... T 


through large corporations...through small plants... 
through the vast commercial network of this nation. 

You have only to follow the newspaper head- 
lines to be forewarned of the loss risk facing busi- 
ness enterprises daily through the dishonesty of 
employees (and officers). 

The F&D suggests that before your bank makes 
commercial loans, you take the precaution of check- 
ing the dishonesty coverage carried by your poten- 
tial borrowers...just as you check their fire insurance. 

The F&D agent in your community will be glad to 
show you, without obligation, how Blanket Fidelity 
Bonds will protect your commercial borrowers... 
thereby protecting you. 


x 
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Baltimore \, - A) _f Maryland 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE a 





\ FIDELITY, SURETY AND BLANKET 
BONDS; BURGLARY AND OTHER 
! NEEDED FORMS OF INSURANCE 


POSIT COMPANY 
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New Booklets 


Effect of Bond Tax Status on 
Bank Earnings... During the past 
few years in particular, one of the 
most important and probably one of 
the least recognized phases in bank 
portfolio management has been the 
application of the Federal Income Tax 
law. And banks occupy a unique 
position among corporations in that 
their bond accounts afford an oppor- 
tunity to choose the type of dollar as 
to tax status which the bank earns 
from this source. With these thoughts 
in mind, the author of this booklet 
gives an authoritative analysis of the 
effect of bond tax status on bank earn- 
ings, putting his study into words 
which can provide practical help to 
the manager of any bank’s bond port- 
folio. 


How Big is Your Job? ... Many - 


representatives of business manage- 
ment, from top officers to department 
heads and supervisors, will find this 
booklet’s story worthwhile. It tells 
how a large corporation’s revised 
objectives in personnel management 
are being worked out to give employees 
the maximum benefits under a practi- 
cal, nine-point program. The program 
could be used in part by individuals 
or in its entirety by banks or other 
businesses. 


Agricultural Data . . . Facts in 
this booklet should prove interesting 
and valuable to many country bank 
men. It is the only known com- 
pilation of: (1) The number of farms 
in your county and every other county 
in the U. §S., (2) The number of 
tractors in every county in the U. S., 
(3) An estimate of the farm income 
in every county in the U. S. from 
crops, livestock and government pay- 
ments and indication of the buying 
capacity of the farmers of the com- 
munity, (4) The value of farm equip- 
ment on the farms of each county, 
(5) The number of electrified farms in 
each county, (6) The number of farms 
with running water in each county. 

Taken together, this data provides 
basis for figuring a community’s rural 
buying power, farmers’ indebtedness, 
farmers’ progress in the past in mecha- 
nization and a forecast of future rural 
mechanization. 

Only single copies of the booklet are 
available. 


Ideas for a Community Bank 
. . » For the bank man who is helping 
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These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred prompily to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





plan new quarters or a modernization, 
this book offers many stimulating 
ideas. Lobby layout drawings of near- 
blueprint detail, plus special sections 


IDEAS... 


FOR A COMMUNITY BANK 











For bank planners 


on Bank Exteriors, Entrance Area 
Features, The Waiting Area, Customer 
Desks, Lighting and Air Conditioning, 
Diorama displays and others are 
included. 


Maintenance of Fixtures... 
The Copper and Brass Association 
produced this elaborate publication to 
instruct maintenance departments of 
banks and other institutions which 
have brass, bronze or copper fixtures. 
According to the Association, it is the 
first complete report on the subject. 
The book is illustrated to show effects 
obtained by various methods of clean- 
ing and coloring the three metals. 


Trust Receipts Under 60-a of 
Bankruptcy Act... Attention is 
called to this booklet for the interest 
of bank loan officers and credit men. 
It is an exhaustive study, together 





with the opinions of a_ recognized 
authority, on the subject of Trust 
Receipts as preferences under Section 
60-a of the Bankruptcy Act. - 


Your Bank and You... Few 
bank employees would fail to under- 
stand. their bank’s place in the com- 
munity, or their own position in the 
bank, after reading this outstanding 
employee manual. Such sections as 
“Bank Policy,” ‘Success — Corporate 
versus Individual,” and “Job Out- 
lines” help show the bank employee 
his relative standing and how to better 
it through better service. A limited 
number of manuals is available for 
those who have a part in forming bank 
policy or who are in employee relations 
work. 


Doing Things in the Foreign 
Remittance Field . .. This is a 
periodical publication, issued several 
times each year as necessity warrants 
to give up-to-date information on con- 
ditions affecting the payment of money 
abroad. Copies will be sent regularly 
to anyone who has a direct interest in 
the foreign remittance field. 


Still Timely 


Your Path to Trust Profits... 
Published by a firm engaged in pro- 
moting new business for banks, this 
booklet analyzes data accumulated 
during the firm’s 16 years’ inspection 
of numerous trust departments’ new- 
business procedures. 


How to Meet the Press... This 
booklet was compiled with the aid of 
newspaper editors, reporters and pub- 
lic relations men, and explains how 
company officials may help or hinder 
an organization’s public relations. 


Taxes and Profit Sharing Plans 
. - - This is a study for those who are 
confused by the term ‘“‘profit sharing” 
as defined by Federal law and Treas- 
ury Department rules, in comparison 
with the terms as loosely applied to 
cash bonus systems or incentive plans. 


Functions of the Controller... 
This is another of the valuable publi- 
cations produced by the Policyholders 
Service Bureau of the Metropolitan 
Life Insurance Company for executives 
of its group-insured organizations. A 
limited supply is available for other 
business executives. The position of 
bank controller is covered. 
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NATIONWIDE FIELD WAREHOUSING 


Lawrence service has become important to bankers as a financing vehicle for safe, profitable 
loans. Our strong financial position is reflected in the statement below. Lawrence is the largest 
and most experienced organization conducting nationwide field warehouse operations. 


Annual Report as of December 31, 1947 
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ASSETS 
CASH IN BANKS AND ON HAND . $ 171,979.37 
ACCOUNTS AND NOTES RECEIVABLE . 1,666,144.28 
DEPOSITS WITH INSURANCE COMPANIES 21,426.99 
TOTAL CURRENT ASSETS $1,859,550.64 
WAREHOUSE AND OFFICE EQUIPMENT . 115,214.23 


2 Se ee ee ere | ke. 
Less Reserve for Depreciation . 140,619.89 


DEFERRED CHARGES TO FUTURE OPERATIONS 





197,961.22 


Prepaid Insurance . $ 44,742.96 
Inventory of Supplies . 46,374.67 
Improvements to Leased Property . 76,597.12 
Other Prepaid Expenses . 30,246.47 





TOTAL ASSETS . $2,172,726.09 





LIABILITIES AND CAPITAL 
ACCOUNTS PAYABLE 


$ 224,881.83 
NOTES PAYABLE TO BANKS . 455,000.00 
ACCRUED TAXES—NOT DUE. 414,136.83 


Income Tax Withheld from Employees $157,628.71 





Social Security Taxes . 102,783.14 
Federal Taxes on 1947 Income . 149,389.46 
Other Federal, State and Local Taxes . 4,335.52 
TOTAL LIABILITIES $1,094,018.66 
CAPITAL STOCK—AT STATED VALUE . 573,745.00 
Preferred Stock—8009 shares — 
$25.00 Par Value. . $200,225.00 
Common Stock— 25,784 shares— 
No Par Value 373,520.00 
SURPLUS . é pee tee 504,962.43 
Paid-in Surplus . $ 4,053.20 
Earned Surplus . 500,909.23 





TOTAL LIABILITIES AND CAPITAL . $2,172.726.09 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Cheeks Payable to Bank 


The president of a federal savings 
and loan association was authorized 
to draw corporate checks by his sole 
signature. Nineteen such checks were 
drawn by him to the order of the 
depository bank in which he also had 
three personal accounts. These 19 
checks at his direction were credited 
by the bank to his various personal 
accounts. 

Thereafter the association was taken 
over by the Federal Savings and Loan 
Insurance Corporation, which sued the 
bank for the proceeds of the 19 checks. 

The bank admitted that the checks 
were credited to the personal accounts 
of the association president, whose 
name was Wilson, but defended its 
action on several grounds: first, that 
Wilson had apparent authority to deal 
with the association funds in the 
manner employed; second, that had 
the bank made inquiry of the associ- 
ation, its records would have revealed 
credit balances in Wilson’s favor equal 
to or greater than the checks; and 
third, that the association suffered no 
loss as a result of the check transac- 
tions. 

Ruling that the bank was not liable, 
the Federal Court said: 

“It is argued that it was not within 
the actual or apparent authority of 
Wilson to deposit the checks to his 
own credit in the bank. Bearing on 
this practice there was undisputed 
evidence that the fact that the checks 
were made payable to the bank was in 
accordance with a long standing course 
of dealing. 

“From time to time Wilson received 
substantial sums of money from the 
association. His annual salary was 
paid in monthly installments. He also 
received premiums for all insurance 
written on properties mortgaged to the 
association. The association collected 
the premiums and paid them to Wilson 
and the amounts so paid to him were 
very substantial. 

*“Many checks of the association for 
these payments were deposited in 
Wilson’s three bank accounts in the 
defendant bank by means of checks 
payable to the order of the bank. 
These payments to Wilson during the 
time in question aggregated $293,000 
in his three accounts, all payments 
being made by checks drawn payable 
to the order of the bank. 
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District of Columbia 


“Of this total 19 checks aggregating 
$32,000 are questioned in this suit. 
As to the other 621 deposits, aggregat- 
ing $260,000 there has never been any 
question. It therefore appears that 
the deposit of the association’s checks 
to Wilson’s credit had continued for 
many years with no suggestion of 
irregularity. This long course of deal- 
ing from the bank’s standpoint seems 
to have been acquiesced in by the 
association and at least refutes any 
suggestion of bad faith on behalf of 
the bank. 

“The authority of a corporate officer 
may be inferred from the general 
manner in which for a period suffi- 
ciently long to establish a_ settled 
course of business, he has been allowed, 
without interference, to conduct the 
affairs of his principal. 

“It stands without dispute that it 
was the common practice of the 
association to issue checks payable to 
the bank in cases where the person 
entitled to the money wanted it done 
that way. The mere fact, therefore, 
that these checks, though made pay- 
able to the bank, were credited to Wil- 
son’s accounts in the bank, was not, 
in view of the admitted practice and 


long course of dealing, a suspicious 
circumstance. There was no mis- 
appropriation of the proceeds of these 
checks and the association suffered no 
loss on account of the disposition of 
the proceeds of the checks.” 
Judgment for the bank. (Federal 
Savings and Loan Insurance Corpora- 


tion vs. First National Bank, 164 
Federal Reporter, Second Series, 929.) 
* * Sd 

Bank Estopped to Collect 


Two borrowers were indebted to a 
national bank in Ohio for $7,037. They 
desired to make a loan from a Federal 
Land Bank and to facilitate that loan 
the national bank agreed to accept 
$4,919 in full settlement of its claim. 
An agreement was accordingly entered 
into between the Federal Land Bank 
and the receiver of the national bank 
wherein the national bank agreed to 
accept $4,919 in full satisfaction of 
the borrower’s indebtedness. 

The agreement further recited that 
after payment of the $4,919 to the 
national bank, the receiver would not 
in any way attempt to collect from 
the debtors or accept from them 
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You CAN judge a book 
by its cover! 


Much has been said regarding 
check design. The quality and 
grade of safety paper for check 
use has also had its share of dis- 


cussion and advertising publicity. 


We agree that an‘attractive 
check, designed by. expert crafts- 
men and lithographed on a good 
quality of safety paper, gives the 
impression value that greatly en- 
hances good will. But - how much 
thought and attention is given to 
the design and appearance of the 
finished check book, 


another potential and very im- 


which is 


portant messenger of good will. 


Only too often the cover for 
quality checks and imprinted 
check books is neglected, thus 
impairing the fine impression of 
the attractive check. 


The flat opening and efficiently 
designed Y & S_ Ezyrite Check 
Book Cover completes the picture 
of quality, and places in your 
depositor’s hands a modern check 


book of which you can be proud. 
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“anything of value whatsoever.” It 
was specifically set forth that the 
agreement was entered into for the 
purpose of inducing the Federal Land 
Bank to make a loan to the debtors. 

The Federal Land Bank made the 
loan and out of the proceeds thereof 
the stipulated amount was paid to the 
receiver of the national bank. Several 


‘years thereafter the receiver of the 


national bank assigned the borrowers’ 
original notes to an individual. These 
were cognovit notes and the assignee 
entered judgment on them without 
notice to the makers, who thereafter 
resisted a proceeding on this judg- 
ment. The Federal Land Bank also 
became a party. 

Ruling that the buyer of the notes 
from the receiver of the national bank 
was not a holder in due course, the 
Ohio court said: 

‘“‘When the notes were sold as a part 
of the remaining assets of the national 
bank they were all long past due and 
payable, and we find as a matter of 
law that if the makers had any defense 
as against those notes, that defense 
could be raised against the purchaser 
of the notes, who is plaintiff in this case.” 

Deciding further that neither the 
bank nor its receiver could have en- 
forced the notes against the makers, 
the court continued: 

“The agreement with the Federal 
Land Bank signed by the receiver of 
the national bank not only precludes 
the national bank and its receiver 
from enforcing the obligations of the 
notes against the makers, but also 
precludes and estops the purchaser of 
the said notes from the receiver from 
maintaining any action to enforce the 
collection of the notes.” (Slade vs. 
Scheele, 76 Northeastern Reporter, 
Second Series, 747.) 

+ + 7 


No Fraud in Procurement 


An Ohio endorser endorsed several 
notes in blank for a furnace company, 
which in turn negotiated them to a 
finance company. When the finance 
company sued the endorser on the 
notes, he alleged fraud in the procure- 
ment of his signature as endorser. 

Discussing this defense, the Ohio 
court said: 

“The defendant claims that he was 
induced by fraudulent representations 
to sign his name on the back of these 
notes by an officer of the furnace com- 
pany. The fraudulent representations 
claimed by him were to the effect that 
he was not thereby making himself 
liable personally, but all that was 
wanted was that because his name was 
so common (Brown), they wanted to 
‘keep your present name and address 
on record for identification.’ 

“Statements made by one who be- 
comes the owner of a_ negotiable 
promissory note endorsed in blank, to 





one who endorses such note before 
delivering it to him, that he, the en- 
dorser, will not be held liable as an 
endorser, even if established by the 
proper degree of proof, fall far short of 
establishing fraud in procuring the 
endorsement. The endorser would 
have no legal right to rely on such 
representation. 

“The uncontradicted evidence clearly 
establishes that the finance company, 
plaintiff here, purchased and paid the 
furnace company for the notes before 
the due date of the first installment. 
The finance company was therefore a 
holder in due course. 

“The claim of defendant of fraud by 
the furnace company in procuring his 
endorsement cannot be urged as a 
defense against a holder in due course, 
unless notice to the purchaser for 
value, of the alleged fraud, can be 
shown prior to the date of purchase. 
There is no evidence here even tending 
to establish such fact. The defendant’s 
claims, therefore, do not present a 
legal defense to the finance company’s . 
claim as a holder in due course.” 

Judgment in favor of the finance 
company. (Heating & Plumbing Fi- 
nance Corporation vs. Braun, 76 North- 
eastern Reporter, Second Series, 920.) 

* Sd S 


Note Payable After Death 


An aged man in Florida, who lived 
alone and was without family, sug- 
gested to a young woman of twenty-one 
that if she would come into his home, 
prepare his meals and nurse and look 
after him and treat him as a father, 
he would regard and treat her as a 
daughter. After conferring with her 
parents and securing their consent, 
the girl, Daisy Belle Ellis by name, 
accepted his proposition and moved 
into his home. 

Two years later Daisy Belle married 
Edwin J. Cunningham. Shortly after 
the marriage the aged man executed 
and delivered to the couple the follow- 
ing note: 

“One day after date of my death I 
promise to pay to the order of Daisy 
Belle and Edwin J. Cunningham by 
executor Twenty Thousand Dollars 
at no interest. 

“Value received for becoming my 
adopted daughter.” 

For two years thereafter Mr. and 
Mrs. Cunningham continued to look 
after him in the same manner and to 
the same extent that he had previ- 
ously been looked after by Daisy Belle 
alone. At the end of the two years he 
died and Mr. and Mrs. Cunningham 
presented their claim on the note to 
the executor of his estate. When the 
executor refused their claim they 
brought legal action against the estate. 

The executor defended on the ground 
that at the time the note was given 
Daisy Belle was over twenty-one years 


Burroughs Clearing House 








—~- 


— "ss 





























He’s counting The Pennsylvania Company offices! 


He'll find they add up to 18, covering all sections of 
America’s third largest trading area — Philadelphia. 

To our Correspondent Banks, this means per- 
sonal representation in every part of Philadelphia— 
industrial, business, residential and suburban. When 
you join our Correspondent family you automoti- 
cally “open” 18 offices here. 

You'll find the relationship a friendly and pleasant 
one, too. And you'll be welcome to draw on the 
specialized experience of all our departments — 
both in banking and trusts —to solve any problem, 


from the dispatch of routine business to handling 
the biggest loans. 


You'll like the speed of our 24-hour-a-day service 
on transit items, our heavy use of air mail for check 
collections, the special consideration we give your 
banking affairs. Drop us a line at our 15th and 
Chestnut Streets office and we'll tell you more about 
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and see us next time you’re in town. We like to have 
our Correspondents use our offices as their own 
while they‘re here. 
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of age and hence could not become an 
adopted daughter under the Florida 
adoption statute, that the note was 
testamentary in character and that the 
contract between Daisy Belle and the 
decedent was in violation of public 
policy. 

Ruling that the note could be en- 
forced, the Supreme Court of Florida 
said: 

“There is no charge of fraud nor is 
there any assault on the negotiability 
or regularity of the note. The main 
contention is that the consideration 
failed and that the obligation of the 
note was contrary to public policy. 
Technically it may be admitted that 
the consideration, ‘for becoming my 
adopted daughter,’ if that were all, is 
insufficient to support the note, be- 
cause Daisy Belle was more than 
twenty-one years of age when the note 
or contract was made. She was not a 
child within the adoption statute. 

“We do not think that ‘for becom- 
ing my adopted daughter’ was the real 
consideration for the note. The plain- 
tiffs alleged that the real consideration 
was looking after decedent’s home, 
preparing his meals, nursing him in 
sickness and caring for him. They 
also allege that this was done by 
Daisy Belle for more than two years 
after the agreement was made and 
before the note was executed, and that 
it was continued to the death of the 





Records 
transferred 
to clean 
Liberty 
45 . storage 
: ” Y we ° bl, 







ECORDS transferred to low cost 

Liberty Storage Boxes are always 
quickly available. Instantly opening 
string closures and strong finest qual- 
ity jute corrugated board protect re- 
cords from dirt, moisture and spillage. 

Liberty boxes in 23 sizes for every 
business form are delivered flat, with 
a supply of standard labels. Set up 
in a few seconds. More than 86,000 
customers since 1917. Sold by leading 
stationers everywhere. Write for val- 
uable free booklet “Manual of Record 
Storage Practice.” 


Special Offer: 


Send $1, this ad and your letterhead for sam- | 
pie letter-size Liberty Storage Box, postpaid. 


BANKERS BOX COMPANY | 


Dept. 511 © 720 S. Dearborn St. @ Chicago 5 








| 
58 


decedent, more than two years after 
the note was executed, by Daisy Belle 
and her husband. We know of no 
better consideration for a note. If the 
consideration so alleged is proven, the 
note should be paid. 

“In our view this was a perfectly 
natural agreement for one in the posi- 
tion of the deceased to make. There 
is no inhibition in the law to such 
contracts and when made in good 
faith, they should be upheld. 

“To rebut the contention that such 
agreements are contrary to public 
policy, it is sufficient to say that this 
court refuses to presume that a man 
seventy-six years of age, without 
family or those dependent on him for 
support, would make a contract like 
that in question for the purpose of 
enticing a young woman into his home 
for immoral purposes. All the circum- 
stances point to a different conclusion. 

“When a contract is valid on its 
face, illegality is never presumed, but 
the party alleging illegality has the 
burden of proving it.” (Cunningham 
vs. Weatherford, 32 Southern Re- 
porter, Second Series, 913.) 

2 * * 


Check Casher Loses 


Two men operating a check cashing 
service in New York City cashed a 
$1,000 check for a corporate payee and 
deposited it for collection in a bank 
indicated by the payee. The check 
was dishonored and thereafter the 
check cashers sued the maker, a resi- 
dent of New Jersey, in the courts of 
that state. 

The president of the payee corpora- 
tion had endorsed the check and 
marked it for deposit in a named bank, 
in which the cashers deposited it. At 
the trial of the case against the maker 
there was introduced in evidence a 
certified copy of a resolution passed by 
the board of directors of the corporate 


& 
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payee whereby the corporation desig- 
nated the check cashers to act as its 
agents and representatives, with full 
power and authority to endorse and 
deposit in a named bank, either in 
their own names or otherwise, any 
commercial paper to the order of the 
corporation which might at any time 
come into the possession or control of 
the check cashers and to collect the 
same and pay and disburse the pro- 
ceeds, either under their own names 
or the names of the corporation. The 
transaction between the check cashers 
and the corporation’s president regard- 
ing the check sued on was pursuant to 
that resolution. 

“We find nothing,” said the Supreme 
Court of New Jersey, “‘to raise an 
issue with the resolution which fixed 
the capacity in which the plaintiffs 
were to act as agents and representa- 
tives of the payee corporation. 

“There is nothing to show that the 
delivery of the check to the plaintiff 
and the giving of the money by them 
to the payee marked a finality in the. 
transaction between those parties or 
that those acts were not part of the 
comprehensive agency set forth in the 
resolution pursuant to which the trans- 
action occurred whereby the payee 
corporation remained the principal 
and the plaintiffs the agents -and 
representatives. of the payee making 
the collection. 

“The assumption that the plaintiffs 
were holders in due course is negatived 
by the proof that they held as agents 
and representatives of the payee. Un- 
doubtedly there was a failure of con- 
sideration as between the drawer and 
the payee corporation. Evidence of 
failure of consideration was competent 
against the corporation and hence 
against the plaintiffs as its agents and 
representatives.” 

Judgment was entered against the 
check cashers. (Cohen vs. Friedberg, 56 
Atlantic Reporter, Second Series, 561.) 
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TODAY'S MORTGAGES | 


(CONTINUED FROM PAGE 23) 


transaction — generally his own home. 
Of course, when multiplied by the 
many who have sold, the owner of an 
existing house has made a great con- 
tribution to the increase in price. 

In April, 1946, an architect, a 
builder, a realtor and I had a confer- 
ence on the difficulties of veteran hous- 
ing. We decided to build a one-story 
house containing living room, two bed- 
rooms, kitchen and bath with an 
attached utility room and one-car 
garage, a total of 956 square feet. This 
house had a poured foundation, con- 
crete slab floor with radiant heat. The 
wall sheathing was 4%” plywood and 


the roof sheathing was %%’’ plywood. 
The roof was of asphalt shingles and 
the siding was 4’ x 8” redwood or 
red cedar. We left some finishing to 
be completed by the veteran. These 
unfinished items could have been com- 
pleted by us at a cost of not more than 
$400. We called this “sweat equity” 
and it is our opinion that this is the 
best equity that any lender can hope 
for any borrower to have. It com- 
pletes his interest and affection for his 
house. 

We started a group of 50 houses in 
July, 1946, and the last house was 
ready for occupancy about May or 
June, 1947. During this time, accord- 
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Combined Statement of Condition 


FLORIDA NATIONAL GROUP OF BANKS 


As at the close of business April 12, 1948 


RESOURCES 





Loans and Discounts 


$ 73,653,439.55 
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Including Office Buildings 5,304,094.68 
Other Real Estate OWmedennieecccccssccssossssccsseseseesesseee 175,941.06 
Prepaid Expenses 120,592.02 
Other Resources 19,616.42 
Customers Liability A/C Letters of Credit 171,209.16 
Accrued Interest and Income Receivable.....$ 1,011,460.55 
U.S. Government Securities 160,970,414.40 
Florida County and Municipal Bonde.............. 22,959,412.31 
Federal Reserve Bank Stock 561,600.00 
Other Securities 1,514,433.47 
Cash on Hand and Due from Banks 112,691,717.30 299,709,038.03 

$379,153,930.92 
LIABILITIES 
Capital Stock $ 7,200,000.00 
I i a ae 13,687,500.00 
Undivided Profits 1,704,888.21 $ 22,592,388.21 
Reserve for Contingencies 1,815,763.31 
Reserve for Tames, Interest, ct. nascent cece ecenestrvenenenseeeoeeen 1,643,226.84 
Interest & Income Collected, Not Farned.......... 397,932.41 
Dividends Declared, Not Yet Payable... 77,937.50 
Letters of Credit PD ce iic bd AE RE Lane Tae 172,157.16 
te RR hn Nie ehie 416.37 
Deposits 352,454,109.12 
$379,153,930.92 
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ing to Roy Wenzlick of St. Louis, 
Missouri, real estate analyst, the cost 
of building increased 25 per cent. 


E transferred these houses to the 

veterans at a price of $6,400 for 
each of two types and $6,500 for the 
other type. Upon completion of the last 
house, payment of all bills and bal- 
ancing of the books, the purchase price 
was reduced to actual cost. We 
accepted a loan for the full transfer 
price if desired by the veteran. The 
saving in building cost less any small 
bills the veteran authorized us to pay, 
was credited to his mortgage. This 
amounted to about $900, which re- 


duced his purchase price to $5,500 on 
each of two types of house, and $5,600 
on the other type. 

One of the disagreements I have 
with the home building industry is 
that its favorite prescription for the 
reduction of the cost of home owning 
is to reduce the price of money and 
extend the term of repayment. Three 
and one-half per cent and 32 years 
have been suggested. 

Money has been the only bargain in 
the entire building industry during 
the last five years. It is slightly irri- 
tating to hear the continuous sugges- 
tion that money be made an even 
greater bargain rather than having the 
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industry go to the trouble of analyzing 
its operations and removing excesses 
and inefficiencies. Financial institu- 
tions are the only ones in the housing 
industry foolish enough to commit 
themselves to a fixed return for a 
period up to 25 years to cover their 
cost of operation, their overhead and 
profit. And this at a time when 
material men change prices without 
notice, builders insist on a cost-plus, 
instead of a fixed price contract to 
build a house that can be completed 
in from six to nine months; some sub- 
contractors change prices during con- 
struction, and labor contracts are 
renegotiated each year. 

We should strenuously resist all 
effort to make our position as mort- 
gagee more difficult than now. We 
should stop being frightened by the 
“bogeyman,” trotted out for our bene- 
fit, of the government doing the mort- 
gage lending if we do not accede to 
all the crackpot suggestions made by 
those who have interests to serve. I 
do not suggest that we lie down and — 
play dead in the face of threats. I 
suggest that we stand up and tell the 
world, mecluding all borrowers, that 
we will lend proper amounts on proper 
values —we will lend at proper interest 
rates and on proper terms and in so 
doing, we are protecting the borrower 
as well as ourselves. Let’s get across 
to the borrowers that we—the bank 
and the borrower—are in the same 
corner. We are the only ones left with 
an interest in the property after its 
completion. Let’s tell the rest of the 
industry that it should build adequate 
houses at fair prices and lenders will 
do their part. 

An old saying is ““A loan well made 
is half paid.”” Its weakness is that a 
mortgage that is good when made, 
may become bad through lack of 
proper servicing, and conversely, a 
mortgage which is less than prime 
when made, may frequently become a 
good investment by intelligent super- 
vision and service. 


[N our bank the loan origination 

and the loan service are under one 
executive head. Officers of both divi- 
sions sit in on all problems. Some 
officers are sales minded; they are loan 
producers and may be uninterested in 
the problems of collecting a loan. We 
balance this attitude with the view- 
point of the loan collector, the fellow 
that looks far into the future expect- 
ing trouble. 

A mortgage department should be 
alive and aggressive in seeking proper 
loans at proper times, alert to where 
real estate values are now, and where 
they are headed. There are times to 
make a loan and times to stay away 
from it, but I don’t believe there is 
ever a time nof to make any loans. In 
saying that, I know that in times of 
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depression it might be more difficult 
to make a bad loan. Of course, we 
should not “‘throw the book out the 
window” —we should just make good 
loans in bad times. 

One of the sins we committed in the 
1920’s was our failure to collect our 
amortization at a time when people 
had money and we could put their 
loans in a condition to permit us to 
live with them when times were bad. 
One of the sins we committed in the 
1930’s was to try to collect that amorti- 
zation when times were bad and people 
couldn’t pay. 

I hope we are all using judgment 
now and are making and servicing our 
loans in a way that will permit some 
flexibility in amortization when the 


going gets tough for some of our bor-. 


rowers. We believe in the monthly 
payment system and in catching up 
with a delinquent with the first 
month’s default. He receives a second 
notice if he has not paid by the 10th 
of the month and we are talking with 
him by the 20th of the month if he 
failed to pay by the 15th. That does 
not mean that we get tough and boil 
him in oil—we just want to talk to 
him and help him with his troubles. 
After all we are more experienced in 
the mortgage business, and generally 
in finance, than our borrower and if 
we can help, we should. But we 
catch him fast on the first default and 
don’t wait until he has accumulated a 
default he can’t make up. If he is 
worthy, we may permit him to default 
some amortization, yes even some 
interest or tax if his trouble is only 
temporary, but we keep him from 
getting discouraged. 


F he is a chronic delinquent, a 

fellow who can but just doesn’t pay 
on time, we get rid of him. When the 
succeeding mortgage default period 
comes we won’t have time to fool with 
him. We owe our time to the borrower 
who is the victim of circumstances and 
conditions that caused that general 
default period. If the mortgagor does 
not pay his installment when due and 
does not bother to discuss it with us, 
he has borrowed our money without 
our consent. 

Operating a loan servicing depart- 
ment with plenty of delinquent loans 
doesn’t add to profits. Also, we don’t 
forget that we are the fellows who 
must carry out foreclosures. The 
types of loans where the government 
agency permits us to turn over the 
loan instead of the property are very 
much in the minority. Also we don’t 
delude ourselves with the thought that 
if things get bad enough there may be 
another HOLC. When that agency 
came into existence, interest rates were 
higher than now and payment demands 
were oppressive. On loans with a 
4 per cent interest rate and a 25-year 
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Ile equipment makes profits 
vanish. Industry gets replace- 
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Architects use Air Express 
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and blueprints. In this 
business, speed pays. 
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amortization schedule, just what kind 
of an agency would you suggest to bail 
out trouble with that kind of loan? 

So we don’t want to turn out being 
the “fall guy,” taking delinquents 
into court in any volume and rapidly 
losing our popularity in the commu- 
nity.. If we are making loans today 
without regard to the known sound 
practices of mortgage loan making — 
which surely include consideration of 
the abilities of the borrower, considera- 
tion of the value of the property and 
consideration of the status of the real 
estate market—we are electing our- 
selves the bag-carriers of the real 
estate industry. We had better view 


with great caution what some of the 
other parts of the real estate industry 
put into our bag. If we have been 
properly careful in our lending and 
have believed that there continues to 
be a relationship between price and 
value, a ratio between debt and 
ability to pay and recognize that real 
estate prices are high and must level 
down, then the laundry we pull out of 
that bag should not be too grimy. But 
if we ignore price and value, debt and 
ability to pay, believe prices are safe 
(or if not, “why should I care because 
I am insured”’) then the bag will turn 
out plenty of soiled linen. 

Our mortgage department is as in- 
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formal as possible. I have known 
departments where all reports of any 
kind were made in detail and with 
copies. Probably they could have 
been handled easily in a short conver- 
sation with more comfort, speed and 
satisfaction to all concerned. Some 
questions must be decided by a com- 
mittee, but we give as much authority 
as possible to the department, and see 
that it really gives service to the cus- 
tomer and still protects the institu- 
tion. I have never seen a time when 
I could not excuse myself to a customer 
at my desk without giving offense, 
long enough to give a requested deci- 
sion to one of my associates. Of course, 
I expect my associates to disagree with 
me and keep me out of trouble if my 
decision is given in haste and is wrong. 
An informal yet efficient department 
is one that avoids stuffiness and pro- 
duces a lot more work. Everyone 
enjoys the work better. Real estate 
lending, like all banking, can be fun as 
well as work. 
* 7 + 


EARNING ASSETS 


(CONTINUED FROM PAGE 26) 


such customers who have been doing 
business on their own money will have 
to obtain bank credit to maintain 
inventories and replace plant facilities 
at higher prices. We feel a definite 
obligation to meet the needs of such 
customers, to avoid being caught in 
the condition which has been typical 
of many banks toward the end of a 
boom or inflationary period; we do not 
wani to have to say “‘No” to a good 
credit risk in his time of need, merely 
because he has been slow to develop 
his need for credit. For non-borrowing 
customers of this class, just as for 
borrowing customers whose needs are 
on the up cycle, we intend to hold 
some of our loan capacity open against 
their future requirements. 

The fourth point in our current 
loaning policy is that we have set our 
sights on how high our loan total 
should be, and on how high the compo- 
nent parts of it should be. We do not 
want our loans to pass a 4 to 1, or at 
most a 5 to 1, ratio to total capital 
funds. The old method of computing 
a loan ceiling in percentage of deposits 
strikes us as no longer valid, because 
deposits have ballooned so greatly. 
The bank which watches the ratio of 
loans to capital can keep itself out of 
danger which could come unseen under 
the method of figuring against deposits. 

Prior to March 1, 1948, we were 
making G. I. housing loans that 
allowed 20 years to pay out, and set 
as our minimum down payment 10 
per cent of the total; we also held these 
loans to annual payments which would 
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not exceed 25 per cent of the bor- 
rower’s income. Now we have cut 
back out amortization period to 15 
years and will not make a loan that 
requires payments at a rate exceeding 
20 per cent of the borrower’s income. 
Actually, this works out that the 
acceptable borrower for a given house 
now pays 33 per cent more monthly 
amortization, and must have an in- 
come 167 per cent as great as our 
minimum requirement just preceding. 
If this does not cut down the volume 
of ‘G. I. mortgage loans, we shall cut 
our limits still further. The reason, 
of course, is that we foresee serious 
trouble ahead for many borrowers who 
are buying houses at today’s inflated 
prices, and we never want to con- 
template the time when we shall be in 
the position of having to throw veter- 
ans out into the street —even though 
we do it at government order. 


UR fifth policy point might be 

called a matter of internal discipline. 
We are preparing our directors par- 
ticularly, and our officers secondarily, 
against the idea that the present happy 
conditions of no credit losses can per- 
sist forever. We want them re- 
minded, so that it will not be a shock 
when it arrives, that active lending is 
bound to result eventually in some 
losses, that a reasonable loss percent- 
age is as legitimate a cost of loaning as 
is the clerical expense of handling the 
paper. 

To prepare for this time, we are 
setting up loss reserves which actually 
exceed by about 50 per cent the number 
of dollars that we are permitted to 
take as deductions from taxable in- 
come under the recent Treasury ruling. 
The theory, of course, is that summer 
is the time to put fat on our bones 
against the inevitable coming of winter. 
In practical terms, if we get ourselves 
adequately prepared, we can handle 
problem loans in lean times so that 
they will cause the bank less actual 
loss than if we are forced to base our 
judgment upon the bank’s urgent 
needs at that time. 

Incidentally, not only for making 
sound loans today but also for sound 
handling of them in future, we are 
equipped with credit records of a type 
that should meet both needs. For our 
commercial loans we have set up 
credit files of the type developed by 
the Robert Morris Associates, which 
are sufficiently simple for use in a 
country bank and are complete enough 
to meet most of the needs of city banks 
in all but the largest or most complex 
situations. We also maintain adequate 
files on each real estate loan, including 
appraisals and photographs of the 
properties. We want to know five or 
ten years from now, on any such loans 
that may go sour, why we made them, 
what we saw in them, and thus how 
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Packard Motor Car Company 


Here is the bond paper pie chart of 
America’s oldest exclusive builder of 
fine motor cars. And _ logically, 
“Quality” comes first. For Packard, 
throughout its 49-year history, has 
followed a “Quality First” ideal 
and confidently invites prospective 
purchasers to “Ask the man who 
owns one.” 

Packard continues in this tradi- 
tion today, with three all-new lines 
of cars: The 130-HP Packard Eight, 
145-HP Packard Super Eight, 160- 
HP Packard Custom Eight. 

In these completely new cars, 
Packard introduces the ‘“Safety- 
sprint” performance of new “Free- 
breathing” straight-eight engines. 
Packard offers a suspension system 
that compensates automatically for 
changes in road and load. Packard 












has made additional gains in econ- 
omy, handling ease, and durability. 

And in all these cars, Packard 
owners can enjoy an automatic all- 
season heating and ventilating sys- 
tem that controls warmth and 
changes car air once every minute — 
even with windows closed and the car 
standing still! 

Like Packard’s advanced motor 
cars, balanced Certificate Bond is 
also ahead of the times. Certificate 
is made with the correct pop test, 
tear and folding endurance for its 
fiber content. Mr. Ferry says that 
the appearance, quality and du- 
rability of the Packard account for 
more than 80 percent of their 
sales, and that he looks for these 
same characteristics in the bond 
paper Packard uses. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass 














The Certificate Family of balanced papers, bond, opaque, ledger 


and index, is fabricated for modern production needs, letterpress 
and offset, and for typewriters and office printing machines. 
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they may be salvaged with a minimum 
of loss to all concerned. One reason 
why bank examiners get hard-boiled 
about slow assets, I am convinced, is 
that they frequently can find almost 
no information bearing on these assets. 
The natural reaction of anyone, when 
facing a problem about which he has 
inadequate information, is to run from 
it —which in an examiner’s job means 
throwing it out. 

The ideal toward which we are 
working in all of these ways is that, 
when times get less lush than they 
have been for a good many years now, 
this bank will be able to keep on 
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making loans. Thus can we keep on 
serving the community, and —we hope 
—make money for the bank. 

One other topic cannot be over- 
looked in a consideration of the current 
shift in the emphasis on bank earning 
assets. Government bonds are with 
us, and appear likely to be with us for 
as far ahead as anyone can now fore- 
see. Handling them correctly is of 
major importance to any bank, and is 
a problem deserving the best executive 
attention of -the officers. : 

We have worked for a more even 
spacing of government bond maturities 
than is altogether prevalent in banks 
of our size. Of our government port- 
folio, 70 per cent are callable in the 
next five years; these are spaced almost 
exactly 14 per cent in each of the five 


years, which takes us through 1952. 
The 1953-54-55’s are tax exempts, 
and have no place in our investment 
program. In 1956, another 18 per cent 
of our portfolio reaches the call date. 
The other 12 per cent are of the 67-72 
maturity, a backlog against that frac- 
tion of our time deposits which can be 
considered stable under the worst 
imaginable conditions. 

We cannot see long-term corporate 
bond risks as proper for our portfolio — 
and on short-term corporates, with 
their small advantage in yield, what’s 
the use? As for municipals we confine 
ourselves to those of local municipali- 
ties where we can by their direct pur- 
chase contribute to the welfare of this 
area, and keep an eye on the govern- 
mental units which issued them. 
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TRUST BUSINESS 
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wealth may give half to his wife by 
gift and pay gift tax on one quarter. 
At death, he may leave his remaining 
half to the wife and pay estate tax on 
one quarter.” 

Of course, in speaking of payment 
of a tax on one quarter, the Secretary 
had in mind the total property con- 
sidered as a whole. Thus a gift tax 
would be payable on one-half of the 
marital gift of one-half the total 
property, and an estate tax would be 
payable on one-half of the remaining 
half of the total property constituting 
the husband’s estate. 

Thus if a man worth $500,000 gave 
$250,000 to his wife, he would pay a 
gift tax on $125,000. At. death, if he 
left her another $125,000, an estate 
tax would be payable only on the 
remaining $125,000 in his estate. 

If this combination of marital gift 


.and marital deduction be applied to 


property in any amount up to $240,- 
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000, it would appear that the payment 
of a gift tax on one-fourth of the 
property would liquidate the total tax 
liability. Thus if a husband worth 
$240,000 gives $120,000 to his wife, 
he pays a gift tax on $60,000. If at 
death he leaves her $60,000 as a tax 
free marital deduction, the other $60,- 
000 will be covered by the exemption. 

The marital deduction, incidentally, 
is exactly what its name implies. The 
property passing to the surviving 
spouse, up to one-half the total estate, 
is a “deduction” like claims and 
administration expenses. It is, in 
fact, set up as Subsection (e) of Sec- 
tion 812 of the Internal Revenue Code. 

Regardless of what use he makes of 
the new gift tax privilege and the 
marital deduction, the testator never- 
theless needs a capable executor. If 
he gives one-half or more of his hold- 
ings to his wife during his lifetime, his 
estate will be correspondingly dimin- 
ished. If he makes no marital gift, 
the size of his estate will be just as 
large as it would be if the 1948 amend- 
ments had not been passed. 

Many husbands desirous of taking 
advantage of the tax saving available 
to them through use of the marital 
gift, will find it unsound and perhaps 
impossible to do so. A man in business 
may find it vital to keep ownership of 
all his assets in his own name in order 
to maintain his credit standing. A 
businessman who transferred half or 
more of his assets to his wife might be 
accused of a fraudulent transfer if he 
later got into difficulties with his credi- 
tors. Legal and practical obstacles 
may stand in the way of making cer- 
tain types of property the subject of 
a gift to the owner’s spouse. The trans- 
fer of an interest in a partnership, for 
example, might be legally and practi- 
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cally impossible. All the property of 
such a testator will pass under his will, 
and the estate tax may influence his 
estate plan significantly. 

Under the 1948 amendments a 
second tax situation still exists. If the 
testator leaves the whole estate to his 
wife, the tax imposed at his death will 
be relatively small, because of the 
marital deduction. At the widow’s 
death, however, her whole estate will 
feel the impact of the Federal estate 
tax. 

The Senate Committee on Finance 
has pointed out that, under the amend- 
ments, the interest in property must 
pass outright to the surviving spouse 
in order to qualify for the marital 
deduction. Nevertheless testamentary 


trusts will still have their place in. 


estate planning. 

The familiar trust for life of the wife 
with remainder to the children or other 
beneficiaries at her death cannot be 
included in the marital deduction. It 
is taxable in the testator’s estate as 
heretofore. Still, a combination of an 
outright legacy under the marital 
deduction and a trust for her life may 
be feasible and sound. 


FoR example, if the husband leaves 


his wife half the estate under the 
marital deduction and sets up the 
other half in trust for her lifetime, with 
remainder to named beneficiaries at 
her death, only the trust half will be 
taxable to his estate. At her death 
only her marital half will be taxable. 
The trust property will pass without 
further tax to the remaindermen. 

Yet, despite the Congressional intent 
to encourage outright bequests to the 
surviving spouse, certain testamentary 
trusts may be created under the marital 
deduction. A trust, not exceeding one- 
half the estate, may be set up for the 
benefit of the spouse for life and pass 
tax free, provided it includes a taxable 
power of appointment whereby the 
spouse may take the entire principal 
if she chooses or leave it to her estate. 
The power may enable her to appoint 
other remaindermen, too, but the 
power to take the entire principal 
must be exercisable by the spouse 
‘alone and in all events.” 

An estate plan assuring maximum 
tax saving might involve two testa- 
mentary trusts: one comprising half 
the estate and continuing for the 
spouse’s lifetime and going to named 
remaindermen at her death; the other 
containing the other half of the estate 
and including a power of appointment 
enabling the spouse to appoint the 
entire corpus to herself. 

The “regular” life trust would be 
taxable to the decedent’s estate, but 
the “power of appointment” trust 
would pass tax free as the marital 
deduction. At the death of the sur- 
viving spouse, the corpus of the “‘regu- 
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lar” trust would pass without tax to 
the remaindermen, while the property 
subject to the taxable power of ap- 
pointment would be included in her 
gross estate for Federal estate tax 
purposes, unless, in the words of the 
Senate Finance Committee, “it has 
been dissipated in the interval.” 

But some testators, impressed by 
the tax-saving efficacy of the life estate 
in trust under former law, may turn 
away from the whole trust idea now. 
The wide acceptance of the testa- 
mentary trust heretofore has been due 
to the fact that both husband and wife 
have been appalled by the two large 


tax “bites” that would come out of the 
property before it reached their chil- 
dren. They were willing to trustee 
the fund in order to avoid the second 
tax. Now, with a comparatively small - 
tax liability in the first instance, a full 
tax at the end may not seem too bad. 
Typically, many testators may say, 
“T’ll leave everything to my wife and 
she can go on from there.” 

Subject to certain conditions, life 
insurance payable in installments to 
the surviving spouse may pass tax free 
under the marital deduction. If under 
the terms of the policy all amounts 
payable to the spouse are payable to 
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her alone and she has the power to 
appoint to her estate all amounts pay- 
able after her death, the insurance may 
qualify as a marital deduction, pro- 
vided the first installment is payable 
within one year after the decedent’s 
death. This should appeal strongly to 
the husband interested primarily in 
providing assured and stabilized in- 
come for his wife’s protection. 
Equipped with broad business and 
financial knowledge and experience, 
the corporate fiduciary can render an 
important service to the property 
owner in helping him select the par- 
ticular assets to be bequeathed or 


devised under the marital deduction. 
What property should be kept intact 
for the wife as the soundest available 
foundation for’ her future security? 
The owner of a business interest may 
be able to protect it from tax impair- 
ment and possible sacrifice by making 
it a marital legacy. 

The designation of assets for the 
marital deduction may present trouble- 
some problems. If the wife be left a 
legacy of specific assets and be author- 
ized to select other property in the 
event of an ademption, will the alter- 
nate assets selected by her qualify 
under the mdrital deduction? Will the 
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marital deduction be allowed where 
the will leaves the widow such prop- 
erty as she may choose? If the wife 
be made the residuary legatee and the 
value of the estate has declined by the 
time the will becomes effective, abate- 
ment clauses should protect the residue 
up to 50 per cent or more of the total 
value of the estate. 

These and many other situations 
affecting the marital deduction will 
doubtless arise before long. Presuma- 
bly they will be covered by appropri- 
ate B. I. R. regulations. 

The estates of married decedents in 
community property states are now 
back where they were prior to the 1942 
amendments: they follow the property 
law of the state. The avowed purpose 
of the 1948 amendments affecting the 
estates of married decedents in the 
36 common law states is to “‘equate” 
them with the community property 
estates, and this has been pretty well 
accomplished, as the Senate Finance 
Committee says, “in the important 
situations.” Admittedly, some in- 
equalities will appear under varying 
conditions. 

As administrative rulings and court 
decisions clarify what may or may not 
be done under the 1948 amendments, 
new trends and opportunities for trust 
service will doubtless develop. From 
the provisions of the 1948 Revenue 
Act itself, however, several trust busi- 
ness “‘futures” are readily apparent. 


PERHAPS the most noticeable de- 

velopment, at first, will be the change 
in the type of planning required by the 
estates of married persons. A much 
smaller proportion of those estates 
than heretofore will fall within the 
Federal estate tax. It has been cus- 
tomary to consider any estate of $100,- 
000 and upward as a prospect for 
Federal estate tax planning. As has 
been suggested, a property owner 
worth up to $240,000 can avoid the 
Federal estate tax entirely by follow- 
ing Secretary Snyder’s indicated pat- 
tern of combining marital gift and 
marital deduction. 

From: the viewpoint of new trust 
business, the task of bringing the trust 
service of the corporate fiduciary to 
the attention of women will become 
increasingly important. A woman 
receiving a substantial marital gift 
should have the benefit of either agency 
service or a living trust and, in any 
event, should make a will to protect her 
husband in the event of her prior death. 

More and more husbands, encour- 
aged by the marital deduction, will be 
leaving all or most of their estates out- 
right to the surviving wife. For such 
a widow, the expert service of a corpo- 
rate executor will be a dollars-and- 
cents necessity. As sole legatee she 
cannot afford any mistakes or delays 
in the administration of the money 
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and property which constitute her 
living and her future. Her husband 
should not be slow to see that. 

After the estate has been adminis- 
tered and distributed, her need for the 
aid of a corporate fiduciary will be 
continuing. She will want and need 
security and freedom from financial 
worries, especially if she is in her de- 
clining years. She will have a real 
need for a living trust that will carry 
through her lifetime and take the 
place of a will when she passes away. 

If that plan.does not fit her par- 
ticular situation, she will need to make 
a will and name an executor—in all 
probability the same trust institution 
that administered her husband’s estate. 
She may have a sickly or spendthrift 
child for whom a testamentary trust 
should be set up. There may be other 
family and personal complications. In 
such situations the trust institution 
will find a vast opportunity to serve a 
genuine human need and provide 
sound economic protection. 

To the extent that the 1948 amend- 
ments bring wives more definitely into 
the estate and economic picture, trust 
institutions will have more prospects 
and more opportunities for. new busi- 
ness. Undoubtedly, from now on trust 
business will be different and, let us 
hope, better. 
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SIX-DAY BANKING WEEK 


(CONTINUED FROM PAGE 29) 


2. Allocate a different schedule to 
each officer so that not more than one 
officer will be away from the bank on 
the same day. If there are more than 
six Officers, allocate the schedules in 
order to facilitate the handling of the 
various officers’ duties. This can be 
done by merely making distribution 
of the schedules from 1 to 6. 

3. Employees in each department 
of the bank could be handled in the 
manner expressed in item 2. If there 
are only three in a department, for 
example, we suggest schedules 1, 3 and 
5 to be used in order to have all’ at 
work on days in between to take care 
of any work held over from the month 
previous day. 

4. Vacations should be spread over 
a longer period than heretofore in 
order to help eliminate the need for 
additional staff members. Seniority 
should govern first choice for vacations. 

D. We believe with diligent manage- 
ment this free day off for everyone 
each week can be accomplished with- 
out additional help and, at the same 
time, eliminate most of the present 
overtime. 

After six months’ use, the six sched- 
ules are unchanged. They have worked 
as they were planned. We do not 
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HORSE-DRAWN FIRE EN- 


PACE WITH PROGRESS, 
WERE REPLACED WITH 
HIGH SPEED, MOTOR 
DRIVEN APP AR ATUS CUMMINS MODEL 300 MAKES CANCELING EASY 


Present day conditions compel maximum efficiency in Bank Operations 

also .. . lower costs... greater speed . . . less fatigue. 

The CUMMINS 300 brings these PLUS... 

1. PRICE REDUCTION .. . designed to give our banker friends, large and 
small, an electric canceler for about half the cost of former electric 
machines of same capacity. 

2. SATISFIED EMPLOYEES .. . eliminates the drudgery of canceling... 
reduces it to a practically effortless operation. 

3. FAST... operates automatically . . . just insert the checks . 
up to 20,000 an hour. 

4. PORTABLE... can be moved to work. . 
electric cancelers of 10 times its weight. 


For Safety's Sake Perforate 


MAIL THIS COUPON TODAY 5 


CUMMINS BUSINESS MACHINES CORPORATION 
Formerly CUMMINS PERFORATOR 
4750 Ravenswood Avenue, Chicago 40, Illinois 


. cancels 


. yet has capacity of earlier 
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Please send me complete information on Cummins 300. 
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STEEL- : sTRON 6 


«++ FOR MACHINE 


FILLING ... SAVE TIME 


HE mechanical formation of the 
gunshell wrapper affords paper 
—— to 3 times the inner cir- 
gd par superb strength, 
poser a definite greater pro- 
tection to Bene poy coins. Inner con- 
volution f to insure snug contact 
with adjacent wall aids elimination 
of clogg jing and etenatens center of 
svenees. nd ote hily. Made of 
50 Ib. Kr Ye strongest. 
Symmetrically ie 1,000 to a car- 
ton, with all crimped ends turned one 
ye. Great time savers for machine 
ing. 


Free Samples * Write today to Dept. B 


. lL. DOWNEY 
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mean that everything went smoothly 
from the start. As one operations 
officer put it, “Everybody had to 
‘hump’ for a while.” But the increase 
in the number of employees has been 
held in line with the increase in vari- 
ous types of activity. 

From the management viewpoint, 
one of our first thoughts is illustrated 
by these notes which went out to all 
offices two weeks after the new sched- 
ule was begun: 

“The officer in charge of operations 
should be responsible to and report 
directly to the officer in charge of the 
office. He should do the hiring, keep 
the personnel records, look after the 
payroll and allocate members of the 
staff to various positions. He should 
work closely with other officers and 
department managers in taking ade- 
quate care of their needs as far as 
personnel, equipment and supplies are 
concerned. He should be the one 
with whom employees should feel free 
to discuss working problems and make 
suggestions. He should be responsible 
for training employees so that they 
may be moved from one job to another 
when necessary. He should watch all 
departments to see that they are giving 
proper service to all customers but are 
not overstaffed, moving persons from 
one department to another in order to 
take care of peak lobby activity. And, 





last, he should have his desk apart 
from the bank lobby so that he can 
devote his entire time to the above 
duties.” 

Now, bringing the schedule down to 
its effect on individual employees, it 
means to each that he works eight 
definitely-scheduled hours, five days 
each week. Whereas under the old 
system an employee came to work at 
8:30 and went home at about 4:45 
five days a week, and worked from 
8:30 until well past noon every Satur- 
day, he now comes to the bank at 8:00 
and works until 5:00 each of five days. 
He has a free day every week, which 
he did not have before. Every third 
week he has a full Saturday. Em- 
ployees have voted that they like it. 
We know it has brought about a cut 
in absenteeism. 

But there is one other factor about 
the new system which is more impor- 
tant to the serious employee than 
leisure hours. He is getting an oppor- 
tunity to show his capacity for devel- 
opment. One of several instances 
that come to mind involves a young 
fellow who, as far as anyone knew, 
was doing an acceptable clerical job. 
But no particular attention was focused 
on him. Under the new program he 
has shown outstanding ability to learn 
the different jobs in the office. An- 
other is the young lady who has 











NEW C6? DESK SAVES HIGH COST OFFICE SPACE 


New desk design saves 124 square feet 
per desk. This allows you to install 
more desks in a given amount of floor 





Style-Master Associate Desk (Size 60” x 30”) 


YAWMAN“4»DFRBE MFG.(O. 1044 Jay st., ROCHESTER, N. Y. 


Consult your classified directory for your nearest Ce representative 


space. 


The Style-Master Associate desk has 
these famous ““Y and E”’ features: 


Desk. 


The design also makes the desk 
more efficient, for every inch of top space 
is within easy reach from working position. 


@ Handsome modern design 

@ Eye resting Neutra-Tone Gray finish 

@ Full size, roomy drawers 

@ Full width legroom for working comfort 

@ Adjustable height for your best working position 
@ Rugged, all-steel construction 

@ Attractive metal corner caps for extra protection 


Write for complete information on the 
new “Y and E” Style-Master Associate 
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learned to work efficiently in four 
different departments. Such people 
will be the natural choices when open- 
ings come along at higher levels. To 
the employee who is concerned only 
with working so many hours each day 
such opportunity does not mean a 
great deal, but to him who thinks in 
terms of years rather than hours it 
means a better chance of attaining his 
proper status. Of course one of the 
problems we face is finding enough 
versatile employees, and it is on the 
versatility of exceptional employees 
and officers that such a program as ours 
depends. 

More important to us than anything 
—our Own convenience or that of our 
staff—is giving the customer service 
that suits him. It seems pointless to 
state the natural fact that we have 
had no complaints from customers 
about the new hours. The prize testi- 
mony was reported by the young 
officer who on the first Saturday after- 
noon we were open was approached by 
an elderly gentleman with the com- 
ment, ““‘Do you know, son, this is the 
first time I’ve been able to get to the 
bank in five years.’”’ Perhaps more to 
the point than quotations of customer 
opinion are some of our lobby traffic 
figures taken recently. In one of our 
larger offices, 2,544 people came into 
the lobby on a Friday. On the suc- 
ceeding Saturday, 2,550 visited the 
bank. Traffic figures during consecu- 
tive hours on the Friday were 279, 
265, 594, 475, 300, 346 and 285; on 
Saturday they were 292, 468, 584, 362, 
315, 245, 234, plus 50 during the half 
hour from 4:00 to 4:30. 


A further breakdown of these figures 

shows one of two things: If our 
Friday hours were “‘normal,”’ from 9:30 
to 2:30 perhaps, either, 2,544 people 
would have come into the bank during 
the five-hour period, making an hourly 
average of 509 instead of our 364, or 
631 people might not have “made it 
to the bank” that day. On Saturday, 
if our hours had been more traditional, 
from 9:00 until 12:00, the average 
would have been 850 per hour instead 
of 340, or 1,206 might have not have 
come in. Such figures tell us that cus- 
tomers are taking advantage of the 
longer hours and, consequently, are not 
standing in line for service. 

As any bank officer knows, extended 
hours such as we now have call for 
changes from normal operating proce- 
dures. There is not space here for 
describing all of the detailed operating 
alterations we have made since chang- 
ing over to longer hours, but a few can 
be mentioned. Our operating day 
really stops at 3:00 p.m. each day 
now. Commercial tellers clear their 
tellers’ machines at 3:00, then change 
the dates to the next business day and 
carry on. This takes only a few 
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SAFE DEPOSIT BOXES 
NIGHT DEPOSITORIES 


BANK VAULTS 
TELLERS CHESTS 
VAULT VENTILATORS 
BURGLAR PROOF CHESTS 





The Guardian Burglar Proof Equipment Co. 
6219 Detroit Avenue, CLEVELAND 2, OHIO 


Since You Have to Cancel Checks | 


kvery Day . 


Why Not The AMERICAN WAY 


With the NEW 
Electric 
Model “400” 
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Tue AUTOMATIC 
Portable Model ‘‘400” 
Perforator is the real 
way to cancel checks 
today . . and every day. 





© Perforates with lightning speed. Instantaneous action. 
® Fully automatic. No fatigue problem with the “400.” 
® Totally enclosed mechanism. Safe to operate. 


® Amazingly powerful. For large and small banks alike. 


Sales and Service in All Principal Cities 


----- THE AMERICAN PERFORATOR COMPANY----~ 


ESTABLISHED 1910 
625 W. JACKSON BLVD., CHICAGO 6, ILLINOIS 
Please send further details on your NEW ELECTRIC MODEL. 400. 
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HOW T0 SOLVE 
SATURDAY CLOSING 
PROBLEMS 
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Proved System Speeds Service 
for Leading Banks 


Let the proved Fas-Cash System be your 
solution to the Saturday Closing prob- 
lem of doing 5 % days’ work in 5 days! 
You see, Fas-Cash enables one teller to 
do the work of two! It does away with 
the necessity of counting and proving 
currency every time it is paid out. 


Doubles Check-Cashing Capacity 


With the Fas-Cash System, your tellers 
can cash a check in as little as 5 seconds 
. up to 500 checks an hour! 

Your customers and tellers will both 
appreciate the  _ efficient checking 
service you make possible when you 
install the Fas-Cash System. 

This system of handli currency — 
designed by a banker to solve a banker’s 
problem — been thoroughly tested, 
positively proved. 

Plan now to solve the problem of 
“Saturday Closing” by installing the 
Fas-Cash system in your bank. Mail 
coupon today for complete information. 


Send coupon below for your 


FREE / free copy of illustrated 


folder. Explains how and 
why the Fas-Cash System 
will save you money. 


a 





FAS-CASH SYSTEM, INCORPORATED 
112 Madison Avenue, Dept. 8U-5 
Detroit 26, Michigan 


Yes... we want to improve customer service. 
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| Rush details about the Fas-Cash System, 
together with free illustrated folder. 

| Name 

| Bank 

| Address 

| City State 
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| bleak gray eyes. 
_ of his pale goatee. 





seconds. At 4:30 p.m. tellers count 
their cash and clear their machines, 
adding cash-out totals and subtracting 
cash-in totaJs from final count of cash 
to balance with the 3:00 p.m. tellers- 
cash-control figure of the proof depart- 
ment. If a teller is out of balance at 
4:30, he must check the work handled 
between 3:00 and 4:30, as errors in 
cash tickets and cashed-check listings 
for the previous work have already 
been located by the proof department 
and brought to the teller’s attention. 
All current-day items from all depart- 
ments are turned over to the proof 
department by 3:00 p.m. each day. 

Large offices have tellers file all 
commercial bookkeeping checks be- 
tween 8:00 a.m. (when the working 
day begins) and 9:00 or 9:30 a. m. 
(when doors open to the public). Be- 


¢ 


sides the time saving factor in this 
method, it has the advantage of giving 
tellers, who are experienced employees, 
an opportunity to review signatures 
on the checks paid against the ledger. 

Another saving of time is brought 
about in some offices by commercial 
tellers checking and proving on the suc- 
ceeding morning certain selected large 
commercial deposits which are custom- 
arily brought in after 3:00 p: m. 

We have not mentioned again the 
“current business trends” which were 
listed in the beginning as one of our 
considerations. It is not astute proph- 
ecy to say that banking, like other 
businesses, will see more competitive 
days. Having gotten somewhat out 
of step in the matter of service hours 
now, perhaps we will be better pre- 
pared when that dip comes. 
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MR. CLUTCHBILL 


(CONTINUED FROM PAGE 31) 


silently, then let go the lawn mower he 
had been pushing and wandered over 
to his visitor after the manner of a man 
who had something heavy on his 
heart. 

“There’s thirteen people and three 
dogs living in the house behind me,” 
he disclosed, motioning cautiously 
over his shoulder with a thumb. 

“Hm’f! Must be a little crowded.” 

“I have to sleep in the garret. "Twas 
hotter’n the back door to Hades last 
night.” 

*‘A man of your standing and years 
shouldn’t be put to such pain,” sym- 
pathized Mr. Clutchbill. “Look over 
there!’ He pointed significantly. 

Both men stood silently gazing 
down through the ill-kept grounds 
where rose an old large square house 
painted a dismal gray. It was Lib 
Ordway’s haunted house. 

“I’m selling it for Lib’s niece,’ 
Mr. Clutchbill in a sad voice. 
fine home, and cheap.” 

““Ah-h, man, but there’s a shadow 
on it, didn’t you ever hear?” 

The old director’s ears appeared 
closed. He seemed meditating as 
though he might buy it himself. “I 
was just wondering,” he began in a 
strange voice. ‘“‘Had you ever heard 
it gossiped Lib had $20,000 hid in 
there? They got only $3,000 from 
under floor boards and in picture 
frames, but still I wonder.” 

A greedy glow lit Mr. Fitzpaw’s 
He felt tremblingly 

“TI was wondering 
what they were asking?” he ventured. 

Mr. Clutchbill remained silent a 
long, agonizing moment. “It’s worth 
$6,000, of course.” 

Mr. Fitzpaw dodged so suddenly 
his neck snapped. 


> 


said 
“It’s a 


“eé 


... but, eh, as you say, there’s a 
slight shadow on it, so Libby’s niece, 
Zilla, is giving it away for $4,000. 
Our bank isn’t afraid of a mortgage 
on it.” 

Mr. Fitzpaw braced himself. “I’m 
a leetle skeery of the place. I might 
give $2,000, if your bank would fork 
up $1,500 on a mortgage.” 

“Now look a’here, there isn’t any 
ghost in that house,” countered Mr. 
Clutchbill. 

“I fear so.” 

“Poh-h! T’ll prove it to you. 
with me there tonight.” 

A sly look came over Mr. Fitzpaw’s 
face. He clucked once in his throat, 
then nodded. 

“T had come down to start putting 
it in shape for sale,” explained Mr. 
Clutchbill. ‘““The old driveway should 
be lined up along the edges and cleared 
of grass. It looks awful. Drives cus- 
tomers away. Could I get you to 
clean it up today?” 

“Wha... why!” said Mr. Fitzpaw 
staring around as though feeling for 
some flaw in the air, “I guess so.” 

“T’ll drift down about nine o’clock 
tonight. Mark my words, you'll have 
a peaceful night’s sleep for once.” 

“I wonder,” said Mr. Fitzpaw un- 
certainly. 

“TI think I'll take a look around the 
place now I’m down here,” nodded the 
old director. : 

Entering the gateway, overhung by 
an ancient crab apple tree, Mr. 
Clutchbill explored along the drive- 
way till an overgrown lilac bush hid 
him from the street. He then knelt 
down in a most natural way and con- 
cerned himself for several moments 
with the sod-choaked edge. Rising at 
last he wandered back up the street. 

“The edge of the driveway needs it 
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badly,” he announced in passing 
Mr. Fitzpaw who was swabbing his 
face with a red bandanna in his yard. 

“T’ll put an eye to it,” promised 
Mr. Fitzpaw. . 

The old director made his way im- 
mediately to the home of Mr. Spear- 
hawk who regarded him with a nerv- 
ous eye when it was suggested they 
step out into the woodshed. It was a 
half hour before they left the twilight 
of its interior, and Mr. Spearhawk was 
only half convinced the shadow of 
death had not already laid its hand on 
him. 

“Remember, Aaron,” he said at 
parting, “don’t you let things get out 
of control. If a gun goes off it will be 
aimed at me!” 

At two o’clock that afternoon a 
strange thing happened. Mr. Fitzpaw 
while lining the driveway past a lilac 
bush at the old Ordway place hit a 
small obstacle with his hoe and im- 
patiently grubbed it out. He almost 
fainted, for it was a silver dollar 
blackened with age. With feverish 
hoe he dug wildly around the place 
for more. Reluctantly he left it at 
supper time, but the heat of further 
discovery was in his blood. 


(LOSE to nine o’clock that evening 
Mr. Fitzpaw sat waiting with 
motionless goatee on his front steps, 
his night things rolled in a newspaper. 
Mr. Clutchbill was exactly on time. 
“TI see you did a slick job on the drive- 
way, he greeted. 

‘All the afternoon I worked on it,” 
explained ‘Mr. Fitzpaw, but he said 
nothing of his discovery. 

Mr. Clutchbill secretly left the door 
unlocked when they entered the old 
Ordway house. The flashlight he had 
brought proved the lower rooms utterly 
vacant. The two men then ascended 
the great staircase. 

“Pick the bridal suite Mr. Fitzpaw,” 
offered the old director. “Let’s try 
this corner one. Perfect! A cross- 
draught, you’ll sleep like a thief in a 
church.” 

Mr. Fitzpaw jumped slightly and 
gave Mr. Clutchbill a suspicious glance. 
And then: “The bed seems all made 
up, guess I’ll take it.” 

“T’ll take a south one down the 
hall. Guess everything is all set.” 

After Mr. Clutchbill got into bed a 
silence as black as a thundercap seemed 
to hang from the very walls. In spite 
of his determined efforts to keep awake, 
he sank into drowsing fits. He was 
deep in one when, suddenly, on the 
stroke of midnight, he found himself 
reared up on quivering elbows, and 
with both eyes as wide open as a 
hare’s. There had been a noise . 
there was a noise. A voice full of 
female heart-sob was echoing through 
the halls. It rose to a high and 
plaintive key. 
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THAT 
BUILD ADDED 


GOODWILL 


Bank customers appreciate directional signs 
that stand out clearly and attractively. Bankette’s 
high-quality, edge-illuminated glass directional and 
advertising signs are helping more and more banks 
to build extra goodwill and gain new customers. 

When you decide to expand, or “brighten up” your 
banking quarters, keep in mind that since 1925 this 
company has been a leader in the field of conserva- 
tive, dignified signs for bank use. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE COMPANY 


INCORPORATED 


127 Federal Street 


Boston 











WALLETS and 
ENVELOPES 


Safeguard 
Registered Deposit Receipts for 


Burroughs Commercial Teller's 


Machines 


For Banks equipped with Burroughs 


, Commercial Teller’s Machines, William 


Exline Inc. has available an extensive 
line of high quality wallets and en- 
velopes for keeping registered deposit 
receipts. Provide your customers 
with the best. We invite your inquiry 
for samples and further information. 


Manufacturers of 
e Savings Passbooks e Loan Passbooks 
e Commercial Passbooks e Deposit Slips 


e Pocket Check Cases e Statement Sheets 

e Personalized Check Cases e Bill Straps 

e Passbook Envelopes’ e Coin Wrappers 

e Machine Posting Passbooks e Pen Ruled Forms 
e Deposit Receipt Envelopes and Wallets 


William 
ISX LINE uc. 


1276 Ontario Street, Cleveland 13, Ohie 

















IENVELOPES 


Geared to the 
Banking Business 






BANKERS FLAP 


--.seals quickly and stays sealed. 
Protect bulky mail in these strong- 
shouldered, wide seamed, deeply 
gummed envelopes. Write for 
samples and prices. 





TENSION ENVELOPE Corp. — 
Minneapolis 1, Minn. 
St. Louis 10, Mo. a8 
Des Moines 14, lowa | 
Kansas City 8, Mo. | 
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“Zilla! Niece Zilla-a-a! They 
wouldn’t let me také it with me. 
Sh-h ... Sh-h-h! It’s in the garden, 


Mr. Clutchbill lay motionless, listen- 
ing in the black vacuum. 


Suddenly a door creaked. It was 


under the old millstone. I shan’t followed by a muffled but rapid tattoo 
come again... farewell .. . farewell!!” of bare feet. Mr. Clutchbill crowded 
A ghostly female sob cut off further his chin under the sheet and closed 


words. his eyes. 










GEORGE WASHINGTON 


George Washington is said to have thrown a dollar across the Potomac. 
He was a small operator compared to those we have in Washington 
today. They can throw five hundred million across the Atlantic Ocean. 

You and | have to watch what we have a little closer. The best way to 


save and get ahead is to open a savings account with this bank and save 
regularly each week or each month. 


ARTHUR STATE BANK 


H. M. ARTHUR, President UNION, S. C. 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 















Mr. ARTHUR said on Mar.-3-48: ‘‘In my opinion, it is the best 


read ad in our local newspaper. We are getting more and more 
comment on it daily.”’ 





Mr. ARTHUR had been running these ads only 60 days when the above 
These 5” daily ads furnished by 


statement was made. 
GRAHAM ADVERTISING AGENCY, Box 30, Columbia, S. C. 













Now Available Prompt Deliveries 


STRAYVER 


EASY SNAP FILE BOX m ALL STEEL 
“Style C” SLIDING-DRAWER 


STORAGE FILES 


seers ge 








Corrugated Paper—Hinged Lid 
150 Stock Sizes 








‘ 


We guarantee our Transfer Files to please you or no cost to you in the transaction 


MADE ANY SIZE TO YOUR SPECIFICATIONS. 
INTERLOCK IN STACK. 











-»» MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY ,New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 


COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 
CURRENCY STRAPS—BANK SPECIALTIES 
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“Mr. Clutchbill . .. Mr. Clutchbill, 
are you there?” came a cautious voice 
in the chamber doorway. The voice 
became louder. 

“Eh? .. . eh?” gurgled Mr. Clutch- 
bill pawing at his sheet. “Wha... 
what’s happened?” 

“‘Where’s the flashlight?’ squalled 
Mr. Fitzpaw out of a long night- 
shirt. 

Mr. Clutchbill’s bed creaked. His 
hand went under the pillow and came 
out with the flashlight. A blade of 
flame stabbed the room. 

“Oh-heh! It’s you Mr. Fitzpaw.” 
The old director rubbed one eye and 
blinked. ‘‘What’s up?” 

“Did you hear a strange female 
voice?” Mr. Fitzpaw’s neck was now 
hanging far out of his nightshirt like 
a wizened old sunflower, and he was 
eyeing Mr. Clutchbill narrowly. 

“T guess . . . Confound it! Have 
I been asleep? You heard a female 
voice? I’ll bet you were dreaming.” 

“I dunno... maybe I was dream- 
ing.” Mr. Fitzpaw’s voice was strangely 
contented; Mr. Clutchbill hadn’t 
heard of the fortune hidden in the 
garden. 

He sat down on Mr. Clutchbill’s bed 
and began constantly lifting and lower- 
ing his right big toe. 

“I’ve been thinking. My wife Van- 
lora would like this big house. Ghosts 
are mostly gossip. Would your bank 
put on a $3,000 mortgage if I took 
over the place at $4,000?” 


ME: Clutchbill put on his shoes. 
“Mr. Fitzpaw, I wish it were eight 
o'clock, or even six o’clock. In fifteen 
minutes I’d have one of our slickest 
5 per cent easy-payment mortgages 
drawn and aching for your pen-stroke.” 
“Make it 4 per cent and it’s a trade,” 
said Mr. Fitzpaw feeling blindly for 
his goatee. 

Mr. Clutchbill put the beam of his 
flashlight on Mr. Fitzpaw’s knee as 
though mellowing up the latter’s blood 
stream. “I think I can get it for you 
for 4% per cent, but it’s an awful 
handout.” 

It was ten o’clock when Mr. Clutch- 
bill finally found Mr. Spearhawk 
hidden in the woodshed. 

“Well, did I holler weird enough 
and female enough for you?” said Mr. 
Spearhawk stepping warily into sight. 

“Mr. Spearhawk, it was perfect!” 

“It took gumption to stick my head 
into that old house at midnight, 
Aaron Clutchbill.” 

“It was perfect, Mr. Spearhawk. 
Mr. Fitzpaw bit. He has a new 
home, and the old Ferndale National 
a new mortgage at 41% per cent, and 
I guess I’ve lost an old silver dollar I 
once had.” 

“Only 41% per cent, and you lost a 
dollar? Aren’t you slipping a little, 
Aaron?” 
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BURROUGHS 
COMMERCIAL TELLER’S 
MACHINE 


Somewhere, today, thousands of checking account cus- 
tomers are having their first experience with mechan- 
ized commercial teller operations. Like the four million 
people who have preceded them, their reaction to this 
fastest-growing customer service is bound to be one of 
unqualified approval. 


They will like it because window service is faster, and 


WHEREVER THERE'S BUSINESS THERE'S 





FOUR MILLION 


checking account customers 


are enjoying the benefits of 
this modern banking service 


the printed registered receipt they receive is more 
convenient than a pen and ink posted passbook. They 
will like it because it’s the modern way to do business. 
This universal customer endorsement is a paramount 
reason why banks everywhere are installing modern 
Burroughs Commercial Teller’s Machines. There are 
others equally important. Let us give you the full story. 
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